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Technology  Consulting  from  Accenture. 

Our  work  with  businesses  and  governments 
around  the  world  reveals  a  clear  pattern:  high 


information  technology  as  a  strategic  asset 
and  a  partner  to  the  enterprise.  Findings  from 
our  comprehensive  ongoing  research  confirm 
that  pattern. 


the  gap  between  an  organization's  existing  IT 
capabilities  and  its  vision  for  high  performance. 
We  draw  upon  extensive  resources  and  experience 
to  enable  our  clients  to  achieve  their  goals: 


Aligning  IT  strategy  with  business  value 

Building  an  enterprise  architecture  "blueprint" 

Improving  service  levels  between  IT  and 
the  business  ,  ^ 

Standardization,  consolidation  and 
virtualization  of  IT  infrastructure 

Consolidation  and  transformation  of  networks 

Maximizing  workplace  technologies  and 
collaboration  tools 

Improving  security  across  IT  infrastructure 
and  applications 

Renewing  legacy  applications  to  achieve 
greater  flexibility  and  performance 

Improving  IT  processes 

Engineering  performance  into  system  and 
application  development  life  cycles 


To  learn  more  about  Accenture  Technology 
Consulting,  visit  accenture.com/technology 
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What's 


As  IT  budgets  grow,  so  does  the  pressure  on  CIOs  tp^m 
the  best  investment  decisions.  By  closely  aligning  your  IT,  " 
with  speciflc  business  outcomes,  Accenture  Technologg| 
Consulting  helps  ensure  that  your  IT  investnients  have^  5 
lasting  impact,  while  contributing  to  high  performance, 
Result?  You  could  see  it  as  the  light  at  the  end  of^;|he  ; 
tunnel.  Or  better  still,  innovation  and  revenue  hurtlini^ 
toward  you.  To  be  ready,  visit  accenture.com/technblbgy 

Consulting  •  Technology  •  Outsourcing  ^ 
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a  NEWS  DIGEST 

11  Criticism  of  Facebook’s  Beacon 
ad  service  may  make  Internet 
users  look  more  closely  at  online 
privacy.  |  Microsoft  disputes  a 

testing  firm’s  benchmark  indicat¬ 
ing  that  an  unreleased  Windows  XP 
upgrade  runs  test  software  faster 
than  Vista  SP1  does. 


12  Analysts  say  SAP’s  updated 
CRM  2007  includes  Web  2.0  support 
but  is  still  harder  to  use  than  rival 
offerings.  |  A  scientist  develops  a 
robot  guided  by  a  moth’s  brains 
and  eyes  and  predicts  that  similar 
technology  will  be  used  in  comput¬ 
ers  in  10  to  15  years. 


14  As  presidential  candidates 

visit  Iowa,  IT  pros  on  both  sides  of  the 
H-1B  debate  try  to  be  heard.  |  IBM 
charges  a  Taiwanese  hardware 
vendor  with  patent  infringement. 


■  NEWS  ANALYSIS 

16  Windows,  Linux  Servers 
Chip  Away  at  Unix.  The  number 
of  Windows  and  Linux  servers  in  data 
centers  is  growing  at  the  expense  of 
Unix  systems.  But  Unix’s  decline  is  a 
slow  one,  partly  because  getting  rid 
of  an  operating  system  isn’t  so  easy. 

20  Microsoft  Bows  to  Users  on 
OS  Checks.  Microsoft’s  decision 
to  remove  the  antipiracy  “kill  switch” 
from  Vista  and  Windows  Server 
2008  was  driven  by  complaints  from 
IT  managers  who  feared  that  it  might 
cause  their  systems  to  stop  function¬ 
ing  properly. 


78  Shark  Tank:  A  Boy  Scout 
of  a  pilot  fish  comes  up  with  a 
backup  plan  that  features 
paper  cups,  string  and 
dental  floss.  At 
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IT  LEADERS  2008 


Our  annual  awards  program  honors  the  men 
and  women  driving  strategy  and  innovation 
in  top-tier  IT  departments.  This  year’s  class 
is  simplifying  vendor  relations,  consolidating 
systems  and  streamlining  IT  infrastructure  to 
transform  their  businesses.  'AGfc  23 


6  Rewards  Will  Follow 

Editor’s  note:  Don  Tennant  says  that  elite  IT 
leaders  know  that  the  best  career  choice  is 
to  do  the  right  thing  for  the  right  reasons. 

Inside  Their 
Project  Portfolios 

The  visionary  efforts  of  this  year’s  Pre¬ 
mier  100  honorees  showcase  the  leader¬ 
ship  skills  that  have  put  them  at  the  top. 

34  HOT  PROJECTS 

IT  leaders  at  three  companies  broke 
down  communication  and  departmental 


j  barriers  to  get  cutting-edge  projects 
\  off  the  ground. 

I 

:  40  LEAN  PROJECTS 

1  Four  projects  designed  primarily  to  shave 
j  expenses  ended  up  delivering  big  returns 
\  on  investment  under  assertive  IT  leaders. 

I 

146  POWER  PROJECTS 

1  Three  infrastructure  updates  with  far- 
'  reaching  implications  succeeded  thanks 
I  to  sharp  execution  by  IT  leaders. 

;  52  JUMBO  PROJECTS 

]  IT  leaders  at  three  companies  kept  up 
I  with  multiple  stakeholders  and  deadlines 
\  to  keep  massive  projects  on  track. 

:  58  TOP  PROJECTS 

1  Three  IT  leaders  find  that  succeeding 
I  in  nonprofit  or  public-sector  careers 
*  requires  determination  and  diplomacy. 

;  64  The  2008  Honorees 

i  Find  the  full  list  of  this  year’s  Premier  100 
I  IT  Leader  honorees. 

:  74  The  Premier  Agenda 

\  The  purchasing,  hiring  and  project  priori- 
I  ties  for  this  year’s  Premier  100. 

I  80  It’s  Simply  Politics 

\  Frankly  Speaking:  Frank  Hayes  finds  that 
I  this  year’s  honorees  keep  projects  simple 
I  by  staying  on  top  of  them  politically. 


ill  HA  '  interesting  personal 
1;  i  #  I  tidbits  from  the  hon- 

P^The  following  stories  I  orees  themselves, 
t  can  be  found  at  j ~  w  « 

'^jjl^pyterworld,;  /s, '  \  HONOR  ROLL.  View 
'1  .’i  the  Premier  100  IT 

s  Leader  alumni  from 
CLASS  ^F  2008  1  2000  to  2008. 

I  YEARB&OK.  Aphoto  ;  -  -  — 

I  gallery  of  this  year’s  |  NETWORK  WITH 
PremierlOO  lT  j  THE  BEST.  Join  hon- 
I  Leaders,  along  with  1  orees  and  alumni 

i  COVER  ILLUSTRATION  BY  PAUL  WEARING 


!  at  the  ninth  an-  !  compyterwortrJ.com/ 
nuai  Premier  100  IT  *  pi00oorn!r!atfo:i5>QS. 

Leaders  Conference,  t  ""  — 
i  March  9-11, 2008,  |  EDITORS’ PICKS 

,  in  Orlando.  Visit  !  Have  you  been 

!  www.premieilOO.  ;  inspired  to  become 
i  cor  to  register.  '  an  IT  leader?  Find 

^  career  tips  in 

'  KNOW  AN  IT  '  Computerworld's 

I  LEADER?  Nominate  best  stories  on 
that  person  for  next  leadership  and 
'  year’s  list  at  ;  '  management. 
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HP  StorageWorks  Uttrium, 
448  Tape  Drive  SAS  Bundle^. 


^  l-I^K^nfcDLS &0  G5  ^  i,;.;-. 

32249  (Save  $95B) 

;  ledte.fof  as  low  as  for  48  months  ^ 

Ct«ck  hpxem  for  #ie  most  up-fo-dt^^rlcfi%^'  Vv, 

SmortEjJ  (PN:  47006-4^5  U)  '  r-  ■ 

» Qttad-Core  lntel*0(eon*  Procehcir  •' 

. »  2C^  PC2-5360  memory 

■  ^  S«j^rts  smaUiorm  (actor,  high-performance 
SAS  or'tow-cosf  SATA  hard  drives 

;  ?  Staarf  Array  P400  controller 

Integrated  Lighrs-Oet  {il.02),  Systems  Insight 
-■;;;McK5Ciger,  SmortStart 


lease  for  os  tow  ds  $54/ md*  for  48  monAs  ■ 
Snwrt  i  JPN:  AG739A)'; ^ 

•  400GB  compressed  copacity  in  half-height 
-form  factor 

•  Ships  with  Data  Protector  Express  Software, 
One  Button  Disoster  Recovery,  a  1U 
Rackmount  Kit,  and  O  Host  Bus  Adapter 


IT  24rs7f  4  hour  response,  3  years 
Pj|^;i]E89^)  $689 
I^|6^  1QB  oddhionol  memory, 
397409-521)  $189 


Get  the  full  story  in  the  IDC,  white  paper  al  hp.-i  o 
or  call  1-866-545-0297 
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Quad-core 

Unmatched 


OUTSIDE  THE  OFFICE 


The  HP  ProLiant  DL380  G5  server  comes  with  Systems  Insight 
Manager  {$l/yl)  software.  HP  SIM  has  shown  an  average 
reduction  in  server  downtime^  of  77%,  by  monitoring  your  system 
and  alerting  you  of  potential  server  problems  before  they  occur. 

Technology  for  better  business  outcomes. 


iL'IOC  Wt®  Paper  sponsot®  by  HEteainIng  Business  Value  and  ROI  with  HP  Systems  Insight  Manager; 

to  char®  and  do  not  incliiote  ^plicabtastateand  local  taxes  or  shipping  to  recipient’s  addres^ffgtsi^te#^®™ 

:  Savingsteed  on  .HP  pubfehed  list  price  of  configure-to-prder  siuivalent  ($3207  -  $95g'instant-^vi^s 

osmrnerciatxffitomers  in  the  U.S.-ind  aibieot  to  credit  approval  and  execution  of  standard 

Hates  ba^  on  original  trariacttHisKb  between  $3,0QD  and  $25,000.  Other  rales  appyior  other  Sms  and  Iraj^^tii 

rigted  changBiOr cancel  tee  pri^ram^at  any  time  without  notice;  Intel,  tire  Intel  Logo,  Xeon^ Xaoh  .Inside 

©2007  Hewlett-Packard  Development  Company,  LP.  The  information  contained  herein  is_subj'ect  to  chai® 
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COMPUTERWORLD.COM 


UNSUNG  INNOVAtil& 

10  People  Who^liaped 
The  Computer  Industry 

From  the  guy  who  thought  up  the  Controi-Ait-Delete  combo  for 
shutting  down  a  PC  safely  to  the  inventor  who  put  the  @  sign 
in  your  e-mail  address,  we  searched  high  and  low  for  people 

we’re  betting  you 
don’t  already  know. 

Let  us  introduce  you.^. 
And  if  you’re  itching 
to  learn  what  some 
of  the  more  famous 
folks  are  doing  now, 

”  we  caught  up  with 
S'Seven  tech  giants, 
including  Mitch  * 
Kapor,  Dan  Brickiin 
and  Steve  Wozniak, 
to  find  out  about  their 
newest  ventures, 
compuf^imuld  jmnV  * 

t  %  a 


Iranians  Claim  to  Have  Built 
Opteron-based  Supercomputer 

A  high-performance  computing  research  center  in  Tehran  says  on 
its  Web  site  that  it  used  AMD  Opteron  processors  to  build  Iran’s 
most  powerful  supercomputer.  That  raises  questions  about  how  the 
center  might  have  obtained  the  chips,  since  U.S.  trade  sanctions 
bar  the  sale  of  U.S.-made  computer  technology  to  Iran. 
computerworld.com/hardware 

Zune  2.0:  Still 
Playing  Catch-up 

The  second-generation  Zune  is  the 
media  player  Microsoft  should  have 
released  last  year.  It’s  a  good  prod¬ 
uct,  but  not  a  compelling  one. 
computerworld.com/ 
mobilewireless 

Should  Your  Company 
‘Crowdsource’  Its  Next  Project? 

Crowdsourcing  is  the  technique  of  taking  a  project  and  outsourcing 
it  to  a  large  group  of  people  via  an  open  call.  It  can  also  be  a  way  to 
get  free  user  feedback  and  satisfy  consumers’  demands. 
computerworld.com/outsourcing 

Review  Roundup:  Invasion  of 
The  UKrasmall  Desktop  PCs 

The  newest  uitrasmall  computers  are  good  options  in  home 
and  small  ofhces  where  space  is  tight  -  if  you  can  live  with  a 
few  trade-offs,  computerworld.com/hardware 


Blog  Spotli^t 

Where’s  Facebook’s 
Ethical  Beacon? 

Mitch  Betts  is  tired  of  Web  2.0  execs  perpetrating  massive  privacy 
abuses  -  in  a  desperate  bid  to  “monetize”  the  Web  -  and  then  issu¬ 
ing  the  Big  Dramatic  Apology.  Here’s  his  rant. 
http://blogs.computerworld.com/betts 


Everyone  has  a  favorite  first  computer.  Some  hobby¬ 
ists  even  still  use  them  -  but  not  everyone  will  write 
a  song  about  them.  Here’s  a  boy  band  that  did. 

littp://sharkbait.computerworld.Gom/?qsnode/19t3 


ONLINE  DEPARTMENTS 

Breaking  News  computerworld.com/news 

Newsletter  Subscriptions  computerworld.com/newsletters 

Knowledge  Centers  computerworld.com/topics 


SAY  HELLO  TO 


SIMP,<VNA. 

sqftivare  suite 

Singular  Information  Management.™  Infinite  Possibilites. 

What  can  a  single,  ingeniously  efficient,  infinitely  scalable  data  managment  product 
change  about  the  way  information  is  protected,  archived,  managed,  and  accessed?  In 
a  word,  everything.  Say  goodbye  to  shoehorning  disparate  products  into  inefficient, 
expensive  patchwork  "solutions."  Simpana  software  is  a  single  product  with  applica¬ 
tion  modules  for  Data  Protection,  Archive,  Replication,  Resource  Management  and 
Search — all  built  from  the  ground  up,  on  a  single  code  base  and  platform.  The  Result? 
Singular  efficiency,  flexibility,  and  scalability  other  products  can  only  dream  about.  To 
learn  why  Simpana  software  will  change  the  way  you  think  about  data  management, 
and  about  the  groundbreaking  new  features  and  search  capability  in  Simpana  7.0 
software,  visit  www.commvault.com  today. 

©1999-2007  CommVault  Systems,  Inc.  All  rights  reserved.  CommVault,  the  "CV"  logo,  CommVault  Systems,  Solving  Forward,  SIM,  Singular  Information 
Management,  Simpana,  CommVault  Galaxy,  and  QINetix  are  trademarks  or  registered  trademarks  of  CommVault  Systems,  Inc.  All  other  third  party  brands, 
products,  service  names,  trademarks,  or  registered  service  marks  are  the  property  of  and  used  to  identify  the  products  or  services  of  their  respective  owners. 
All  specifications  are  subject  to  change  without  notice. 


I  ►  DATA  PROTECTION 

I 

I 

i 

' 

I  ►  ARCHIVE 
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I  ►  RESOURCE  MANAGEMENT 
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m  EDITOR’S  NOTE 

Don  Tennant 


The  Rewards 
Will  Follow 

JUST  LIKE  talented,  experienced  people,  even  the  best- 
managed  and  most  highly  regarded  organizations  can 
lose  sight  of  priorities  and  goals  and  end  up  scrambling 
means  and  ends  in  the  process.  In  the  struggle  to  deal 
with  the  myriad  conflicting  demands  that  we  as  individ¬ 


uals  and  companies  face, 
it’s  easy  to  find  ourselves 
lapsing  into  priority  drift. 

That  reality  struck  me 
last  week  as  I  was  speaking 
with  the  president  of  an 
East  Coast  chapter  of  the 
American  Society  of  Busi¬ 
ness  Publication  Editors 
(ASBPE),  the  professional 
organization  that  has 
honored  Computerworld 
with  dozens  of  awards 
over  the  years,  including 
Magazine  of  the  Year  in 
2004  and  2006  and  Best 
Overall  Web  Publication 
in  2006.  We  were  discuss¬ 
ing  an  upcoming  webinar 
Pm  slated  to  participate  in, 
the  purpose  of  which  is  to 
inform  our  peers  about  the 
ASBPE  awards  program 
from  the  perspective  of 
past  recipients. 

The  organization  had 
sent  me  a  list  of  suggested 
discussion  points,  and  I  was 
surprised  to  see  that  one  of 
the  topics  centered  around 
these  questions:  “Does  the 
publication  or  company 
develop  specific  editorial 
content  with  a  view  to  win¬ 
ning  awards?  If  so,  what 
have  been  the  results?  Since 
entering  award  competi¬ 


tions,  have  you  changed  the 
way  you  develop  editorial 
content  and  research,  write 
or  edit  articles?” 

I  told  the  chapter  presi¬ 
dent  that  the  questions 
reflected  a  forgetfulness 
of  purpose.  I  explained 
that  our  success  lies  in  an 
approach  that’s  based  on 
serving  the  needs  of  our 
readers,  which  is  the  sole 
determiner  of  our  editorial 
content.  If  we  do  that  well, 
the  awards  and  recogni¬ 
tion  will  naturally  follow. 

Our  exchange  was  still 
top  of  mind  when  I  read 
this  week’s  coverage  of 
the  remarkable  men  and 
women  in  the  2008  class  of 
Computerworld’s  Premier 
100  IT  Leaders.  It  also  made 
me  think  about  one  of  the 
judges  who  selected  this 
year’s  class:  Tony  Caesar. 

I  first  met  Caesar,  CIO  of 
Head  USA  North  America, 
at  our  Premier  100  confer- 

■  I  guarantee  you 
this:  What  got  him 
there  wasn’t  the 
goal  of  receiving 
a  medal. 


ence  two  years  ago.  It  was 
a  chance  encounter  in 
which  Caesar  expressed 
his  admiration  for  the  men 
and  women  in  the  Premier 
100  class  of  2006. 1  have 
no  doubt  that  from  that 
moment  on,  he  dreamed  of 
walking  across  that  stage 
and  having  that  medal 
draped  around  his  neck. 

That  dream  came  true 
just  one  year  later,  when 
Caesar  was  named  to  the 
2007  class  of  Premier  100 
IT  Leaders.  But  I  guar¬ 
antee  you  this:  What  got 
him  there  wasn’t  the  goal 
of  receiving  a  medal.  It 
was  his  determination  to 
stay  focused  on  the  needs 
of  his  company  and  on 
serving  his  users.  In  his 
case,  it  was  by  means  of 
shepherding  a  massive, 
game-altering  warehouse- 
automation  project.  The 
honor  was  just  a  byproduct 
of  the  leadership  and  com¬ 
mitment  that  drove  the 
undertaking. 

This  year’s  class  shares 
that  focus  and  commit¬ 
ment.  They  know  that 
when  you  do  the  right 
things  for  the  right  rea¬ 
sons,  the  rewards  will 


follow.  And  there’s  an¬ 
other  dimension  to  that 
awareness  that  warrants 
our  attention.  It  was  articu¬ 
lated  in  a  discussion  I  had 
recently  with  Silicon  Val¬ 
ley  veteran  Bill  Coleman, 
one  of  the  founders  of  BE  A 
Systems.  Coleman  made 
a  sublime  observation  in 
explaining  the  approach  of 
his  newest  venture,  Cassatt 
Corp.,  a  utility  computing 
start-up.  “What  we  found,” 
he  said,  “is  that  ROI  isn’t  a 
driver  for  people  to  make 
transformative  changes.” 

Recognition  of  that  ver¬ 
ity  is  one  of  the  secrets  of 
the  success  of  this  year’s 
class  of  Premier  100  IT 
Leaders.  As  Julia  King 
writes  in  the  anchor  story 
of  our  package,  “Without 
a  doubt,  streamlining  IT 
saves  companies  big  bucks. 
Yet  cost  savings  aren’t  the 
primary  force  driving  the 
IT  simplification  boom. 
What  these  and  many  oth¬ 
er  Premier  100  IT  Leaders 
say  they  are  striving  for 
is  nothing  short  of  overall 
business  transformation.” 
Do  the  right  things,  and 
the  ROI  will  follow. 

All  of  us  at  Computer- 
world  warmly  congratulate 
this  year’s  honorees  for  that 
maintenance  of  focus  and 
for  the  accomplishments  it 
yielded.  Rewarding  them 
was  only  natural.  ■ 

Don  Tennant  is  editorial 
director  of  Computerworld 
and  InfoWorld.  Contact 
him  at  don_tennant@ 
computerworld.com,  and 
visit  his  blog  at  http://blogs. 
computerworld.com/ 
tennant. 
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COMPUTERWORLD 
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Computerworld.com 

■  EDITORIAL 

Editorial  Director  Don  Tennant 
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IT  Can’t  Do  H  All 

As  we  CIOs  “push  back”  and  clearly 
define  the  services  we  are  able  to 
effectively  provide,  one  trend  re¬ 
mains  persistent:  Turning  non-IT 
staffers  into  knowledge  workers 
ain’t  happenin’!  Thus,  as  we  become 
more  dependent  upon  IT-related 
solutions,  more  of  the  productive 
functionality  of  the  enterprise  will 
continue  to  fall  upon  the  shoulders 
of  IT  by  default  [“All  of  IT’s  Spin¬ 
ning  Plates  Are  Falling,”  Opinion, 
Oct.  29]. 

We  have  these  three  choices,  as  I 
see  it:  1)  Continue  with  the  status 
quo  and  embrace  eventual  burnout/ 
heart  failure,  2)  find  a  way  to  devel¬ 
op  the  knowledge  and  skills  of  non- 
IT  staffers,  or  3)  begin  to  absorb  re¬ 
sponsibility  for  full  functionality  of 
specific  business  functions  within 
IT  and  optimize  these  processes. 

I  can’t  tell  you  which  way  this  will 
go,  but  my  broken  plates  are  still  full, 
and  I’m  pushing  for  option  No.  2. 

■  Robert  M.  Walker,  CISSP, 

assistant  vice  president 

for  IT  services,  Missouri  Southern 

State  University,  Joplin, 

Walker-R@mssu.edu 


Saying  No,  but  Nicely 

I’ve  been  through  the  “just  say  no” 
program  with  ITers  who  want  a 
black-and-white  answer  [“No  More 
Mr.  Nice  Guy,”  Opinion,  Oct.  29]. 
Why,  they  wondered,  can’t  we  tell 
the  customers  “no”  when  it’s  a  bad 
thing  for  the  organization?  Unfor¬ 
tunately,  “no,”  often  followed  by 
“it’s  not  our  policy,”  comes  across  as 
rather  final  and  harsh. 

I  finally  got  them  agreeable  to 
saying,  “Yes,  and  ...”  (not  “but”), 
followed  by  an  explanation  of  the 
impact  or  cost  of  the  request.  We 
set  a  more  positive  tone  by  saying 
yes,  and  the  customers  appreciate 
the  information  about  effects.  Then 
they  are  able  to  decide  whether  the 
request  is  worth  the  cost  or  other 
effects,  and  if  it  isn’t,  they  can  back 
out  graciously. 

I  support  the  concepts  in  the  arti¬ 


cle.  Same  message,  different  words. 
As  the  author,  Paul  Ingevaldson, 
said,  it’s  all  in  the  presentation. 

■  Wendy  Saadi,  project  manager, 
city  of  Mesa,  Ariz., 
wendy.saadi@cityofmesa.org 

I’m  not  sure  what  part  of  the  world 
Ingevaldson  is  referring  to,  but  in 
many  companies,  IT  is  already  noto¬ 
rious  for  just  saying  no.  Business 
people  are  often  cowed  by  IT  pro¬ 
fessionals  who  appear  to  have  little 
or  no  concern  for  the  needs  of  their 
company’s  business.  Instead  of  say¬ 
ing  no,  IT  must  align  itself  with  the 
businesses  they  support  to  achieve 
a  genuine  sense  of  shared  objectives 
and  priorities.  Without  that  align¬ 
ment,  IT  risks  being  viewed  as  cum¬ 
bersome  and  dysfunctional.  With 
it,  IT  departments  will  be  rightfully 
seen  as  the  engines  of  their  compa¬ 
nies’  efficiency  and  competitiveness. 

■  C.A.  Bain,  New  York 


D6|aVuWithHP 

The  only  operating  systems  that  HP 
invented,  MPE  and  subsequently 
MPE/iX  for  the  HP  3000  platform, 
are  also  over  30  years  old  [“Open- 
VMS  Still  Has  Road  Ahead  of  It, 

HP  Says,”  News,  Nov.  5].  It  is  ironic 
that  in  2001,  a  vice  president  from 
HP  stood  in  front  of  an  audience 
in  Chicago’s  McCormick  Place  and 
said  about  MPE  almost  exactly  what 
HP  is  saying  about  OpenVMS  now. 
Some  four  months  later,  HP  pulled 
the  plug  on  its  own  invention. 

Does  OpenVMS  have  a  future? 
Perhaps.  Will  those  certified  as 
professionals  on  OpenVMS  have 
to  challenge  HP  to  maintain  their 
standing,  as  MPE  certified  profes¬ 
sionals  did?  Probably.  Would  I  be 
concerned?  Hell,  yes! 

It  is  ironic  that  in  its  30th  year  of 
advocating  to  HP  on  behalf  of  HP 
customers,  Interex  filed  for  bank¬ 
ruptcy.  In  journalism,  -30-  means 
“the  end.”  Does  -30-  mean  the  same 
for  OpenVMS?  Only  time  will  tell. 

■  Chuck  Ciesinski,  senior  Unix 
administrator,  Frederick,  Md. 
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Handles  all  your  challenging 
documents  without  challenging 
your  employees. 


Kodak 


The  new  Kodak  il400  Series  Scanners  can  handle  very  small  documents,  very  long  printouts  and  just  about  everything  in  between. 
Scan  to  file,  e-mail,  publishing,  searchable  PDF,  or  other  common  office  functions  with  smart  touch  simplicity.  Thanks  to  the 
latest  in  innovative  Kodak  technology,  you  get  the  paper  handling,  image  quality,  speed  and  productivity  boost  that  readies  your 
business  for  any  scanning  challenge.  Plus  the  peace  of  mind  that  comes  with  around-the-clock  Kodak  Service  &  Support.  Capture 
all  your  documents  with  ease  by  getting  the  Kodak  il410,  il420  or  il440  Scanner  with  optional  A3  or  A4  "tethered"  flatbed. 

To  gain  the  competitive  edge,  call  1-800-944-6171  or  visit  www.kodak.com/go/readyforanythingCW. 

Innovation  you  can  count  on. 


^^erfect 

Page 


©Kodak,  2007.  Kodak  is  a  trademark. 
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IBM  System  x™  Express  has  a  built-in  intelligent  cooling 
design  that  reduces  heat  in  your  server.  So  you  can 
pack  it  with  more  memory,  CPUs  and  hard  drives  when 
you  need  to.  Maximizing  every  square  inch  of  the  server. 
And  giving  you  more  control  over  costs. 

From  the  people  and  Business  Partners  of  IBM: 

It’s  innovation  made  easy. 


THE  ULTIMATE  BALANCE  OF  FLEXIBILITY  AND  PERFORMANCE. 
PRICED  RIGHT  FOR  SMALL  TO  MID-SIZED  BUSINESSES. 

PN:  7975ECU 

Featuring  a  Quad-Core  Intel® 

Xeon®  processor 

Calibrated  Vectored  Cooling  helps 
prolong  system  life  by  helping  to 
keep  internal  components  cool 

2  GB  of  FBD  PC2-5300  memory 

Support  for  up  to  8  hot-swap 
Serial  Attached  SCSI  (SAS), 
or  Serial  ATA  (SATA)  hard  disk 
drives  (HDDs)  with  optional 
4-pack  upgrade 

3-year  on-site  limited  warranty^ 
on  parts  and  labor.  An  upgraded 
3-year,  24x7,  on-site  repair  with 
a  4-hour  response  is  available. 

PN:21P2078,  $600.00 


IBM  SYSTEM  x3650  EXPRESS 

$2,599  (SAVE  $788) 

OR  $69/ MONTH' 

PN:  7979EAU  _ 

Features  a  Quad-Core  Intel  Xeon  processor 
4  GB  of  FBD  PC2-5300  memory 

Advanced  power  management  and  Calibrated  Vectored  Cooling  help  lower 
data  center  electricity  and  cooling  costs 

Up  to  six  3.5"  SAS  or  SATA  HDDs  or  up  to  eight  2.5"  SAS  HDDs  and 
internal  tape  backup  option  for  storage  protection 

3-year  on-site  limited  warranty^  on  parts  and  labor.  An  upgraded  3-year,  24x7, 
on-site  repair  with  a  4-hour  response  is  available.  PN;  21 P2078,  $600.00 


IBM  SYSTEM  STORAGE  DS3200  EXPRESS 

$4,199  (SAVE  $760) 

OR  $111/ MONTH' 

PN:  172621 E _ 

External  disk  storage  with  3  Gbps  Serial  Attached  SCSI  (SAS)  interface  technology 

Easy  to  deploy  and  manage  with  the  DS3000  Storage  Manager 

Scalable  to  3.6  TB  of  storage  capacity  with  300  GB  hot-swappable  SAS  disks 

Product  includes  an  IBM  SAS  HBA  controller  and  IBM  3m  SAS  cable 

Built-in  reliability  features  with  dual-redundant  power  supplies  standard 

3-year  on-site  limited  warranty^  on  parts  and  labor 


;JBM  Express  “Bundle  and.Save”  '  ^ 

s?:We ‘bundle  tout'  ExpVes's  system's  to  give  you  the  accessories 
you  need  -^while^  saving  you  rnoneypn  the  hardware 
f  you;want(  Act  ridw.  Available  how  through  ibtfi.cofh  'and  IBM 
'|  Business  ifenerst-  /  i  L 


=  ^  express 
====^f =®  advantage" 


ibm.cotn/systems/coo 

866-872-3902  (mention  6N17AH41  A) 


1  iBM  Global  Rrancipg  offerings  aie  provided  ttimugh  IBM  Credit  LLC  in  rire  liriited  Slates  and  other  IBM  subsidiaries  and  divisions  worldwide  to  qualified  conirnercia!  and  yovernment  ciistomars.  Monthly  payments  provided  are  for  planning  purposes 
only  and  may  va')  based  on  your  credit  and  other  taotors.  Lease  offer  prnvtoea  is  based  on  an  FMV  lease  ol  36  monthly  payments.  Other  restrictions  may  apply.  Rates  and  offerings  are  siihjecf  to  change,  extension  or  witfidiawai  without  notice. 

?  IBM  liaidware  products  are  manufactured  from  nev/  pans,  or  new  and  serviceabls  used  parts.  Regardless,  our  warranfy  terms  apply  For  a  copy  of  applirable  product  warranties,  visit  ibm.corn/servers'support/machine  .warranties  or  write  to.  Warranty 
intorn  lalinn.  RO.  Box  1219,6,  RTP,  Hi 2/709.  Attn:  Dept.  JDjA,'B203.  IBM  nvakes  no  representation  or  warranty  regarding  ttiird-party  products  or  services,  including  those  designated  as  Serverproven'  or  GlusierProveirt'  Teleplione  support  tr,ay  be  suhiect  to 
■additional  tiiarges  For  on  -site  labor,  IBM  will  attempt  to  diagnose  and  resolie  Ifie  probiem  remotely  before  sending  a  technician  On-site  warranty  is  availabie  only  for  selected  comporidnls.  Opiiona!  sanre-day  service  response  is  available  on  .select  systems 
at  an  additional  charge  IBM.  the  IBM  logo.  iBM  Expre,ss  Advanlage,  Syrsiem  x  and  Sy.stem  Storage  are  trademarks  or  registered  trademarks  of  international  Business  Machines  Corporation  in  the  United  States  and/or  other  countries.  For  a  complete  list  of 
IBM  trademarks,  see  ibm.i;onVlegal/dopyttade..shtmi.  Intel  and  Xeon  are  registered  trademarks  of  Intel  Corporation  All  other  products  may  be  trademarks  or  registered  trademarks  of  their  respective  companies.  Ail  prices  and  savings  estimates  are 
ba.swl  upon  IBM's  estimated  roiail  selling  prices  as  of  August  i,  2007.  Prices  and  aclua!  savings  may  vary  according  to  configuratton  Resellers  set  their  own  prices,  so  reseiler  prices  and  actual  savi.rigs  to  end  users  may  vary.  Products  are.  subject 
In  avaiiabiiit).  This  dixcunieni  w.:!s  developed  tor  oflerings  in  ttie  United  States.  IBM  may  not  offer  the  products,  features,  or  services  discussed  in  this  document  in  other  countries  Prices,are  subject  to  change  without  notice.  Starting  price  may 
not  include  a  natd  dove,  operating  system  or  other  teatures.  Contact  your  IBM  representative  or  IBM  Busiiie.ss  Partner  tor  the  most  current  pricing  in  your  geographic  area.  ©2007  IBM  Corporation.  Ail  rights  reserved. 


PRIVACY 

Facebook  Fiasco  May 
Lead  to  Closer  Look  at 
Online  Privacy  Issues 


HE  FIRESTORM  of 
criticism  that  hit 
Facebook  Inc.’s 
Beacon  advertising 
service  last  week  may,  ironi¬ 
cally,  prove  to  be  a  positive 
development  for  the  online 
privacy  movement. 

The  Palo  Alto,  Calif.-based 
social  networking  company 
was  forced  to  adjust  the  ser¬ 
vice  Dec.  12,  just  days  after 
CA  Inc.  researchers  found 
that  Beacon  is  far  more  inva¬ 
sive  than  advertised. 

Launched  in  early  No¬ 
vember  as  part  of  the  Face- 
book  Ads  program.  Beacon 


by  default  tracks  the  activi¬ 
ties  of  Facebook  members 
on  more  than  44  participat¬ 
ing  Web  sites  and  sends 
reports  on  those  activities  to 
the  users’  Facebook  friends. 

Stefan  Berteau,  a  senior 
research  engineer  on  CA’s 
antispyware  research  team, 
said  on  Monday  that  Beacon 
is  actually  tracking  the  ac¬ 
tivities  of  both  members  and 
nonmembers  on  Facebook 
and  its  partner  sites. 

Complaints  about  CA’s 
findings  quickly  prompted 
Facebook  to  allow  users  to 
fully  turn  otf  the  system. 


THE  WEEK  AHEAD 

MONDAY:  The  Computer  History  Museum  in  Mountain  View, 
Calif.,  marks  the  25th  anniversary  of  the  Commodore  64 
with  a  panel  discussion  featuring  Commodore  International 
founder  Jack  Tramiel  and  Apple  co-founder  Steve  Wozniak. 

TUESDAY:  The  Securities  Operations  Forum  holds  a 
one-day  conference  in  New  York  on  data  reconciliation  and 
exceptions  management.  The  Waters  USA  2007  conference 
also  takes  place  in  New  York;  its  agenda  focuses  on  financial 
services  IT  issues. 


“This  Facebook  debacle 
is  in  one  way  very  good, 
because  it  shows  people  just 
what  is  happening,”  said  Pam 
Dixon,  executive  director  of 
the  World  Privacy  Forum  in 
Cardiff  by  the  Sea,  Calif 

“There  are  other  sites 
and  other  places  where  very 
similar  data  arrangements 
exist,  but  it  is  all  happen¬ 
ing  under  the  radar,”  Dixon 
added. 

In  a  statement,  Facebook 
founder  and  CEO  Mark 
Zuckerberg  acknowledged 
the  problems  with  the  Bea¬ 
con  service. 

“We  simply  did  a  bad  job 
with  this  release,  and  I  apol¬ 
ogize  for  it,”  he  said.  “We’ve 
made  a  lot  of  mistakes 
building  this  feature,  but 
we’ve  made  even  more  with 
how  we’ve  handled  them.” 

Kathryn  Montgomery, 
professor  of  communica¬ 
tion  at  American  University 
in  Washington,  said  that 
Facebook’s  move  to  let  us¬ 
ers  turn  off  Beacon  will  not 
radically  change  corporate 
online  marketing  strategies. 

“These  companies,”  she 
said,  “are  continuing  full- 
steam  ahead  with  a  new 
generation  of  intrusive 
marketing  practices  based 
on  unprecedented  levels  of 
data  collection  and  personal 
profiling.” 

—  Heather  Havenstein  and 
Jaikumar  Vijayan,  with 
Juan  Carlos  Perez 
of  the  IDG  News  Service 
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SOFTWARE 

SAP  Unveils  Web  2.0 
Look  for  Its  CRM  Tool 


BOSTON 

AP  AG,  looking 
to  reduce  the 
complexity  of  its 
customer  relation¬ 
ship  management  software, 
last  week  unveiled  an  up¬ 
grade  that  adds  support  for 
Web  2.0-style  user  inter¬ 
faces. 

Bob  Stutz,  president  ^ 
and  general  manager  v 

of  global  strategy  and  I 

product  development 
at  SAP,  said  developers 
spent  more  than  18  months 
interviewing  users  of  its 
CRM  software  at  100  large 
companies  to  determine 
how  best  to  use  Web-style 
interfaces. 

“We’re  trying  to  bridge 
the  gap  between  a  cool, 
user-driven  Web  applica¬ 
tion  and  an  enterprise 
software  application,” 
said  Stefan  Haenisch,  vice 
president  of  CRM  product 
management  at  SAP. 

Stutz  described  the  up¬ 
graded  CRM  2007  offer¬ 
ing,  introduced  at  a  press 
conference  at  the  compa¬ 
ny’s  SAP  Influencer  Sum¬ 


mit  here,  as  “comparable” 
to  Google  Inc.’s  iGoogle 
personalized  portal 
application. 

Ray  Wang,  an  analyst  at 
Forrester  Research  Inc., 
said  the  upgrade  improves 
the  product’s  user  inter¬ 
face,  but  he  added  that  it 
still  pales  in  comparison 
with  the  latest  CRM  of¬ 
ferings  from  Oracle  Corp., 
Microsoft  Corp.  and  Sales- 
force.com  Inc. 

“What  [SAP]  has  built 
is  a  great  start,  but  I  think 
some  of  the  work  we’ve 
seen  from  Oracle  in  terms 


of  visualization  and  [other 
capabilities]  is  much  more 
Web  2.0-centric,”  Wang 
said.  “We’ve  seen  things 
from  Oracle  that  really  take 
advantage  of  that.” 

David  Macauley,  senior 
vice  president  of  CRM  at 
Munich-based  Siemens  AG, 
said  his  firm  plans  to  re¬ 
place  more  than  500  sepa¬ 
rate  customer  relationship 
management  systems  with 
the  SAP  CRM  software  by 
mid-2008. 

The  consolidation  is 
^  part  of  the  company’s 
f  decision  to  take  a  “much 
more  serious”  view  of 
CRM  technology,  he  said. 

“The  Web  user  interface 
would  definitely  attract 
users  as  opposed  to  repel 
them,  which  was  the  case 
before,”  Macauley  said. 
“The  more  flexible  you  can 
make  a  system,  the  more 
beneficial  it  is  to  doing 
your  daily  work.” 

He  noted  that  Siemens 
plans  to  complete  the  first 
phase  of  the  SAP  upgrade 
in  mid-2008. 

Stutz  said  the  CRM  2007 
software  is  now  available 
in  packaged  and  hosted 
versions.  He  declined  to 
disclose  pricing  for  the 
upgrade. 

—  Brian  Fonseca 


Advanced  Micro  De¬ 
vices  Inc.  again  delayed 
volume  shipments  of  its 
quad-core  Opteron  proc¬ 
essors  after  finding  a  bug 
on  the  chip’s  Level  3  mem¬ 
ory  cache  that  caused 
system  problems,  The  chip 
is  now  slated  to  ship  early 
next  year,  a  few  months 
later  than  expected. 

Microsoft  Corp.  has 

rescheduled  its  postponed 
Professional  Develop¬ 
ers  Conference  to  late 
October  2008.  In  May, 
the  company  canceled  the 
October  2007  conference 
to  allow  for  further  deveP 
opment  of  2008  versions 
of  Windows  Server,  SQL 
Server  and  Visual  Studio. 

About  1,400  Duke 
University  School  of  Law 
applicants  have  been 
warned  that  their  Social 
Security  numbers  may 
have  been  stolen  after 
hackers  gained  access  to 
data  on  the  schoors  Web 
site.  The  incident  was  dis¬ 
covered  early  this  month. 

Microsoft  has  acquired 
Seattle  start-up  WebFives, 
a  provider  of  Web-based 
file-sharing  services  for 
Internet  and  mobile  video, 
photos,  audio  and  blogs. 


BIOTECHNOLOGY 

Moth-based  Robot  May 
Lead  to  ‘Hybrid’  Computers 


A  scientist  who  successfully 
connected  a  moth’s  brain  to  a 
robot  predicts  that  “hybrid” 
computers  running  a  combina¬ 
tion  of  technology  and  living 
organic  tissue  will  be  available 
in  10  to  15  years. 

The  move  to  use  the  moth  came 
after  Charles  Higgins,  an  associ¬ 
ate  professor  at  the  University  of 
Arizona  in  Tucson,  estimated  the 


cost  of  building  a  computer  chip 
that  could  process  visual  images 
like  a  brain  can. 

Each  chip,  he  said,  would 
likely  cost  $60,000  to  build. 

“At  that  price,  I  thought  I  was 
getting  lower  quality  than  if  I 
was  just  accessing  the  brain 
of  an  insect,  which  costs,  well, 
considerably  less,”  he  added. 

The  organically  guided,  12- 


inch-tali  moth-based  robot  on 
wheels  may  be  pushing  the 
technology  envelope  today,  but 
it’s  just  the  seed  of  what  can 
be  done  when  combining  living 
tissue  with  computer  compo¬ 
nents,  Higgins  said. 


“Computers  now  are . . .  not 
good  at  being  flexible  or  inter¬ 
acting  with  other  users,”  he 
said.  “There  may  be  some  way 
to  use  biological  computing  to 
actually  make  our  computers 
seem  more  intelligent.” 

Higgins  noted  that  he  has 
no  plans  to  “hook  up  primate 
brains  to  a  robot.” 

“There’s  the  possibility,”  he 
added,  “when  you  start  to  tap 
into  brains,  for  ail  sorts  of  evil 
applications.” 

-  SHARON  GAUDIN 
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There  are  Bigger 
IT  Outsourcing 
Companies 


But  not  Better 


For  20  years,  clients  have  outsourced  their  IT  to  CompuCom  and  benefited  from  cost  reductions 
up  to  50  percent,  enhanced  quality  and  superior  value.  These  remarkable  accomplishments 
are  made  possible  by  CompuCom's  unique  integrated  Infrastructure  Management™  (IIM) 
solution  that  combines  IT  life  cycle  management,  effective  service  delivery,  and  a  world-class 
help  desk  to  eliminate  the  complexities  of  infrastructure  management. 

The  result:  Tier-one  service  quality  at  a  tier-two  price. 


Learn  more  at  compucom.com 
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BETWEEN  THE  LINES 


By  John  Klossner 
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IT  WORKFORCE 


H-1B  Cap  Issue  Gets  Aired 
In  Iowa  as  Caucuses  Near 


Gary  scholten,  CIO 
at  Principal  Finan¬ 
cial  Group  Inc.  in 
Des  Moines,  has  met  with 
three  of  the  Democratic 
presidential  candidates  who 
are  campaigning  in  Iowa 
as  the  state’s  Jan.  3  caucus 
approaches.  Candidates  of¬ 
ten  visit  Principal’s  offices, 
giving  Scholten  a  chance  to 
relate  his  IT  workforce  con¬ 
cerns  directly  to  them. 

Scholten  said  last  week 
that  he  wants  to  see  im- 


^  Hillary  Clinton  and  her  fellow 
candidates  are  hearing  lowans’ 
views  on  H-1B  visas. 

knocking  on  Vignaroli’s 
door,  but  that  isn’t  stopping 
him  from  trying  to  meet 
with  them  to  talk  about  the 
effects  of  the  H-IB  program 
on  workers  like  him.  “You 
don’t  just  lose  your  job,”  he 
said.  “It’s  like  your  whole 
country  betrays  you.” 

—  Patrick  Thibodeau 
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provements  in  science  and 
technology  education  and 
changes  in  U.S.  immigration 
policies.  Although  Principal 
has  hired  foreign  IT  workers 
with  H-IB  visas  in  the  past, 
it  hasn’t  done  so  recently  be¬ 
cause  of  increased  competi¬ 
tion  for  the  available  visas. 

But  Scholten  said  he’s 
more  concerned  about  the 
impact  that  the  annual  visa 
cap  has  on  smaller  business¬ 
es.  “The  entrepreneurial 
companies  are  going  to  be 
hurt  first,  and  that’s  where  a 
lot  of  the  economic  growth 
comes  from,”  he  said. 

On  the  other  side  of  the 
debate  is  Dante  Vignaroli, 
a  mainframe  developer  for 
more  than  30  years  who 
says  that  he  lost  his  job  to  an 
H-IB  worker  in  1999.  Since 
then,  he  has  mostly  done 
contract  work. 

The  candidates  aren’t 


Global , 
Dispatches 

IBM  Says  Asustek 
Violates  Hs  Patents 

TAIPEI -IBM  has  filed  a  trade 
complaint  charging  that 
Taipei-based  motherboard 
maker  Asustek  Computer  Inc. 
infringed  three  of  its  patents. 

IBM  has  asked  the  U.S.  In¬ 
ternational  Trade  Commission 
to  bar  Asustek  and  its  North 
American  subsidiary,  Asus 
Computer  International  Inc., 
from  importing  equipment 
that  uses  PC  power  supplies, 
cooling  fans  and  clustering 
technologies  into  the  U.S.  IBM 
contends  that  those  technolo¬ 
gies  are  related  to  the  patents. 

An  IBM  spokesman  said  a 
licensing  agreement  between 
the  two  companies  expired  in 
2004,  and  attempts  to  renew 
the  contract  have  so  far  failed. 


"  I'M  TH1MKW0  of  PWlNCb  Mt  SoclAL  NETWoRk, 

Wt  I'm  vsme  foR their  RECoMMEt^miioMs  first," 
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Novell  Inc.  postponed  its 
fourth-quarter  earnings 
report  because  of  a  review 
of  its  accounting  practices 
by  the  U.S.  Securities  and 
Exchange  Commission.  No¬ 
vell  defended  itself  and  said 
it  delayed  the  results  out  of 
“an  abundance  of  caution.” 

AT&T  Inc.  announced  that 


it  will  phase  out  all  of  its 
public  pay  phones  by  the 
end  of  next  year.  The  com¬ 
pany  said  the  growth  of  celt 
phone  usage  played  a  big 
role  in  its  decision. 

50  YEARS  AGO:  The  first 
public  air-to-ground  tele¬ 
phone  call  was  made  from  a 
commercial  airliner. 
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An  Asus  spokesman  couldn’t 
be  reached  for  comment. 
Grant  Gross, 

IDG  News  Service 


AMD  Opens  New 
Indian  R&D  Facility 

BANGALORE.  INDIA -Ad¬ 
vanced  Micro  Devices  Inc.  late 
last  month  opened  a  52,000- 
square-foot  research  and 
development  facility  here. 

The  new  building  replaces 
a  three-year-old,  $5  million, 
38,000-square-foot  facility 
that  will  now  house  AMD’s 
Bangalore  sales,  marketing 
and  administration  staff. 

AMD’s  first  India  Engineer¬ 
ing  Center  opened  in  2004 
with  a  team  of  40  engineers. 
The  new  facility  is  expected 
to  house  120  engineers,  the 
company  said.  AMD  did  not 
disclose  the  cost  of  the  new 
building. 

The  Bangalore  R&D  team 
includes  engineers  working 


on  Shanghai,  a  45-nanometer 
quad-core  server  proces¬ 
sor  slated  to  be  released  in 
mid-2008.  The  same  team 
had  previously  worked  on  the 
development  of  Sunnyvale, 
Calif.-based  AMD’s  quad-core 
Opteron  processor,  code- 
named  Barcelona. 

Sumner  Lemon, 

IDG  News  Service 


BRIEFLY  NOTED 

Tokyo-based  Fujitsu  Ltd.  said 
it  will  open  a  new  software 
development  center  In  Ad¬ 
elaide,  Australia.  The  operation 
is  expected  to  employ  200 
people  within  two  years. 
Sandra  Rossi, 
Computerworld 
Australia 
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SunGard.  Setting  new  standards  for 
Information  Availability  by  delivering 
a  range  of  solutions  that  meet  your 
specific  availability  objectives.  Flexible 
enterprise  wide  solutions  from  IT 
management  to  AdvancedRecovery®'^. 
2,500  experts.  Three  decades  of 
experience.  100%  successful 
recovery  track  record. 


To  see  how  SunGard  can  help 
improve  your  IT  availability  stop 
by  www.availability.sungard.com 
or  call  800-871-5857  today. 


SUNGARD 

Availability  Services 


®  Keeping  People 
'ifo 


and  Informadoji 
Connected'. 


680  East  Swedesford  Road,  Wayne  PA  19087 
800-468-7483  j  www.availability.sungard.com 


TO  SEE  THE  TOP  SEVEN  ROADBLOCKS  COMPANIES  FACE  IN  ACHIEVINGtlNFQRMATfON^^^A^ 

AND  FIND  OUT  HOW  TO  AVOID  THEM  VISIT  WWwUvAltABlLITYriSUNGARDXOMvrf^^  ’ 
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Windows-Linux 
Servers  Chip 
Away  at  Unix 

The  operating  system  mix  in  data  centers  is 
changing,  and  Unix  revenues  are  dropping 
—  but  only  slowly.  By  Patrick  Thibodeau 


IN  GARTNER  INC.’S  fore¬ 
cast  for  the  server  op¬ 
erating  systems  market, 
there’s  nothing  listed 
under  the  category  of 
emerging  products.  And 
although  the  market  is  by 
no  means  static,  the  pace  of 
change  inside  many  corpo¬ 
rate  data  centers  is  slow. 

Windows  and  Linux  are 
growing  both  in  terms  of 
importance  and  in  terms  of 
the  number  of  installations 
within  data  centers,  eroding 
Unix’s  share  of  the  server 
operating  systems  market, 
Gartner  analysts  said  at  the 
consulting  firm’s  annual 
data  center  conference  in 
Las  Vegas  late  last  month. 

But  the  decline  of  Unix  is 
happening  at  a  glacial  pace: 
Gartner  predicts  that  world¬ 
wide  Unix  server  revenue 
will  drop  from  $16.4  billion 
this  year  to  $16  billion  in 
2012.  That’s  partly  because 
a  push  by  IT  managers  to 
reduce  the  number  of  oper¬ 
ating  systems  they  need  to 
support  may  not  be  as  easy 
to  pull  off  as  it  sounds. 

Frank  Muller,  senior  di¬ 
rector  of  technology  and 
infrastructure  support 
at  HealthPartners  Inc.  in 
Bloomington,  Minn.,  is 
among  the  users  with  an  IT 
simplification  mind-set.  And 
there’s  a  good  reason  for 
that:  HealthPartners,  a  not- 
for-profit  health  care  orga¬ 
nization  with  about  640,000 
members  in  Minnesota  and 
four  other  states,  runs  the 
AIX  and  HP-UX  derivatives 
of  Unix  as  well  as  Windows, 
Linux  and  a  mainframe  sys¬ 
tem  in  its  data  center. 

About  18  months  ago, 
when  Muller  asked  the 
developer  of  one  applica¬ 
tion  that  was  running  on 
Hewlett-Packard  Co.’s  HP- 
UX  to  port  it  to  IBM’s  AIX, 
the  software  vendor  com¬ 
plied  with  the  request. 

Continued  on  page  18 
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A  Global  Hotel  Company  Analyzing  1.4  Million  Records  a  Day.  How  does  Hilton  forecast  demand  for  its  370,000  rooms 

Running  on  Microsoft  SQL  Server  2005.  catering  services?  They  import  data  from  six 

systems  into  one  data  warehouse  requiring  7  million 
rows,  and  running  on  SQL  Server™  2005  with  99.98% 
uptime*  See  how  at  microsoft.com/bigdata 
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Continued  from  page  16 

But  Muller  said  he  recent¬ 
ly  moved  the  application 
back  to  HP-UX  because  he 
couldn’t  get  a  commitment 
from  the  developer  for  long¬ 
term  support  of  the  software 
on  AIX.  “If  the  vendor  isn’t 
there  from  an  application 
point  of  view,  I  don’t  think 
you’ll  make  much  headway” 
on  reducing  the  number  of 
operating  systems  used  in 
data  centers,  he  said. 

In  an  electronic  poll  dur¬ 
ing  one  session  at  the  data 
center  conference,  attendees 
were  asked  about  their  serv¬ 
er  operating  system  plans. 

Of  those  who  responded, 
about  40%  said  they  were 
reducing  the  number  of  sup¬ 
ported  operating  systems  in 
their  data  centers.  An  equal 
percentage  said  they  were 
maintaining  the  current 
mix,  while  the  remaining 
20%  said  they  planned  to 
add  new  operating  systems. 

In  general,  Gartner  ana¬ 
lyst  John  Enck  said,  users 
“want  less  complexity,  and 
[they]  want  fewer  operating 
systems.”  But  he  added  that 
for  now,  at  least,  the  major 
vendors  of  Unix  machines 
—  HP,  IBM  and  Sun  Micro¬ 
systems  Inc.  —  continue  to 
sell  plenty  of  servers  based 
on  that  operating  system. 

“Nobody  is  achieving 
great  growth,  but  nobody  is 
dying,”  Enck  said.  “There  is 
stability.” 

In  contrast,  sales  of  Win¬ 
dows  and  Linux  servers 
are  on  the  increase,  thanks 
to  the  growing  use  of  x86- 
based  systems  for  workloads 
that  were  once  handled  by 
Unix  machines  built  around 
the  hardware  vendors’  own 
RISC  processors.  According 
to  Gartner’s  market  forecast, 
Windows  server  sales  will 
total  $19.6  billion  this  year 
and  rise  to  $22.2  billion  by 
2012.  The  firm  predicts  that 
sales  of  Linux-based  ma¬ 


chines  will  grow  from 
$8.6  billion  to  $12.2  billion 
over  the  same  period. 

Gartner  expects  the  total 
market  for  server  operat¬ 
ing  systems  this  year  to  be 
just  over  $54  billion,  which 
includes  $9.5  billion  from  an 
“other”  category  that  encom¬ 
passes  technologies  such  as 
OpenVMS,  NetWare,  main¬ 
frame  operating  systems  and 
older  versions  of  Unix. 

NO  RUSH  TO  SIMPLIFY 

As  Muller’s  experience  at 
HealthPartners  demon¬ 
strates,  applications  are  a 
big  reason  why  data  centers 
likely  will  continue  to  sup¬ 
port  a  variety  of  operating 
systems.  It’s  not  only  be¬ 
cause  vendors  may  be  reluc¬ 
tant  to  support  their  appli¬ 
cations  on  some  operating 
systems.  It’s  also  the  con¬ 
sequence  of  users  wanting 
to  match  their  processing 
workloads  to  the  best  tech¬ 
nology  for  the  job  at  hand. 


In  addition,  some  IT  manag¬ 
ers  said  that  cutting  Unix 
out  of  the  picture  could  hurt 
users  in  the  long  run. 

Eor  instance,  Jerry  Cohen, 
director  of  IT  at  a  large  com¬ 
pany  that  he  asked  not  be 
identified,  said  that  too  much 
data  center  simplification 
could  stifle  the  impetus  for 
innovation  among  vendors. 
Cohen  added  that  if  a  compa¬ 
ny  standardizes  on  a  single 
operating  system,  “your  IT 
shop  becomes  status  quo  for 
eternity,  and  that  will  never 
drive  the  price  down.” 

Also  curbing  the  desire  to 
simplify  data  center  instal¬ 
lations  is  the  fact  that  server 
vendors  now  offer  multiple 
operating  systems  on  com¬ 
mon  chip  architectures, 
making  hardware  support 
less  complex  for  users. 

As  an  example,  IBM’s  Sys¬ 
tem  i  hardware  line,  which 
features  the  i5/OS  operating 
system,  now  uses  the  same 
Power  processors  as  the 


IT  Execs  Eye  Virtual  Path 


LAS  VEGAS 

erver  virtualization  is 
where  Linux  was  five 
years  ago  inside  data 
centers.  IT  managers  said 
at  the  Gartner  data  center 
conference  here  that  they’re 
investigating  or  testing  vir¬ 
tualization  software  -  and  in 
some  cases,  already  expand¬ 
ing  their  use  of  it. 

For  instance,  Reid  Eng- 
strom,  director  of  shared 
technical  services  at 
Harley-Davidson  Inc.,  said 
the  Milwaukee-based  motor¬ 
cycle  maker  is  using  virtual¬ 
ization  to  combine  hundreds 
of  servers  that  previously 
,(  had  utilization  rates  of  only 
about  5%  onto  a  smaller 
number  of  physical  systems. 

'  That  is  speeding  up  ap¬ 
plication  provisioning  and 


making  it  possible  to  shift 
workloads  between  servers 
as  needed.  “We’re  more  flex¬ 
ible,’’  Engstrom  said. 

Some  end  users  are  “very 
uncomfortable  at  first’’  with 
a  shared-application  environ¬ 
ment,  he  cautioned.  But,  he 
added,  the  IT  staff  is  winning 
them  over  by  “building  up 
some  good  success  stories.” 

David  Salbego,  manager 
of  Unix  and  operations  ser¬ 
vices  at  the  Argonne  National 
Laboratory  in  Argonne,  III., 
agreed  with  the  bullish  as¬ 
sessments  of  virtualization’s 
potential.  “I  think  it’s  going 
to  be  even  bigger  than  it  is 
today,”  Salbego  said.  “Sud¬ 
denly,  the  operating  system 
is  no  longer  a  barrier  to  how 
you  manage  things.” 

-  PATRICK  THIBODEAU 


Total  Market:  $54.1B 


SOURCE:  6ARTNER  INC, 


Data  Center 
Division 


Projected  2007  market 
share  of  server  operating 
systems,  based  on 
worldwide  server  sales 


company’s  System  p  Unix 
servers  do.  And  HP  offers 
HP-UX  as  well  as  OpenVMS 
and  its  NonStop  fault- 
tolerant  operating  system 
on  servers  based  on  Intel 
Corp.’s  Itanium  processors. 

For  now,  the  relative  sta¬ 
bility  among  server  operat¬ 
ing  systems  is  a  fact  of  life 
for  Kevin  Piombo,  manager 
of  a  Windows  hosting  envi¬ 
ronment  for  the  California 
Department  of  Technology 
Services.  The  DTS  provides 
IT  hosting  services  for  other 
California  agencies,  and  its 
data  center  supports  a  broad 
range  of  operating  systems. 

There  is  “a  lot  of  business 
need  for  specific  platforms, 
and  a  lot  of  legacy  applica¬ 
tions  that  people  don’t  have 
the  time  or  money  to  [re¬ 
place],”  Piombo  said. 

He  added  that  maintain¬ 
ing  technologies  such  as 
IBM’s  MVS  mainframe 
operating  system  cre¬ 
ates  another  set  of  issues 
—  namely,  finding  enough 
people  to  handle  the  system 
operation  duties.  Many  of 
the  MVS  operations  person¬ 
nel  at  the  DTS  are  retiring, 
said  Piombo,  who  thinks 
that  the  IT  agency  will  have 
to  hire  a  third-party  firm  to 
manage  its  mainframes  in 
the  future.  ■ 
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Innovations  by  InterSystems 


Embed  the  fastest  database. 


For  software  developers  seeking  competitive  advantages,  InterSystems  Cache®  makes 
applications  more  valuable  by  increasing  their  speed  and  scalability,  while  decreasing  hard¬ 
ware  and  administration  requirements.  This  is  the  fastest  database  engine  you  can  put  in 
your  applications,  and  it's  the  only  database  that  gives  you  the  combined  benefits  of 
object  and  relational  technologies.  Thanks  to  its  innovative  architecture.  Cache  spares  Java 
and  .NET  programmers  a  lot  of  tedious  work  by  eliminating  the  need  for  object- 

relational  mapping.  Cache  is  available  for  Unix,  Linux,  Windows,  Mac  ,  .  «  . 

®  5  InterSystems  ^ 

OS  X,  and  OpenVMS  -  and  it  supports  MultiValue  development.  Cache 
is  deployed  on  more  than  100,000  systems  worldwide,  ranging  from  two 
to  over  50,000  users.  Embed  our  innovations,  enrich  your  applications. 

Make 
Applications 

More 

Valuable 

Download  a  free,  fully  functional,  no-time-limit  copy  of  Cache,  or  request  it  on  CD,  at  InterSystems.com/Cache28A 


©  2007  InterSystems  Corporation.  Ail  rights  reserved.  InterSystems  Cacli6  is  a  registered  trademark  of  InterSysrcnw  Corporation.  9-07  BmbcdCTche28  CoWo 
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Microsoft 
Bows  to 
Users  on 
OS  Checks 

Complaints  by  IT  execs  prod 
the  vendor  to  kill  the  ‘kill 
switch’  in  Vista  and  Windows 
Server  2008.  By  Eric  Lai  and 
Elizabeth  Montalbano 


Microsoft  corp. 

last  week  said  it’s 
removing  the  so- 
called  antipiracy 
kill  switch  from  Windows 
Vista  and  Windows  Server 
2008  —  a  decision  driven  by 
complaints  from  IT  manag¬ 
ers  about  the  prospect  of 
systems  suddenly  being  un¬ 
able  to  function  properly. 

The  first  release  of  Win¬ 
dows  Vista  goes  into  a 
reduced-functionality  mode 
if  it  isn’t  activated  via  a  valid 
software  license  key  within 
30  days  of  being  installed  on 
a  PC,  or  if  it  gets  fingered  as 
counterfeit  software  by  Mi¬ 
crosoft’s  Windows  Genuine 
Advantage  (WGA)  activa¬ 
tion  and  validation  system. 

But  in  the  Service  Pack  1 
(SPl)  update  to  Vista,  due 
in  next  year’s  first  quarter, 
Microsoft  will  replace  the 
reduced-functionality  mech¬ 
anism  with  a  less  harsh  one. 
Under  the  new  approach,  us¬ 
ers  flagged  by  WGA  will  see 
recurring  pop-up  windows 
reminding  them  that  they 
need  to  activate  Vista  or  buy 
valid  copies  of  the  software. 

Microsoft  said  it  will  use 
the  same  technique  in  Win¬ 
dows  Server  2008,  which  is 
scheduled  to  be  launched 
in  late  February.  Last  week, 
the  company  issued  Release 
Candidate  1  versions  of  both 
Vista  SPl  and  Windows 
Server  2008,  one  of  the  last 
steps  before  it  clears  them 
for  manufacturing. 

As  is  often  the  case  with 
Microsoft  products,  many 
corporate  customers  are 
waiting  for  Vista  SPl  be¬ 
fore  they  start  upgrading 
their  PCs.  Alex  Kochis, 
Microsoft’s  senior  product 
manager  for  WGA,  said 
negative  feedback  from  such 
users  prompted  the  software 
vendor  to  do  away  with  the 
reduced-functionality  mode. 

“In  some  cases,  it  was  a 
simple  reaction  to  [the]  con¬ 


cept,  as  in,  ‘We  don’t  like 
this,’  ”  Kochis  said.  IT  man¬ 
agers  voiced  concerns  that 
business  activities  would  be 
hampered  if  PCs  stopped 
working  because  of  activa¬ 
tion  or  validation  problems, 
he  noted.  Some  also  said 
they  were  worried  about  the 
complexity  of  successfully 


activating  a  large  number  of 
end  users  on  Vista  at  once. 

John  LaBrue,  operating 
systems  administrator  at 
OGE  Energy  Corp.  in  Okla¬ 
homa  City,  said  that  WGA 
has  erroneously  branded  a 
few  of  OGE’s  copies  of  Vista 
as  pirated  software.  That’s 
one  of  the  reasons  why  the 


utility  and  pipeline  operator 
has  been  hesitant  to  deploy 
the  new  operating  system, 
LaBrue  said.  Only  about  100 
of  OGE’s  3,000  PCs  are  run¬ 
ning  Vista  at  this  point. 

Jim  Prevo,  CIO  at  Green 
Mountain  Coffee  Roasters 
Inc.  in  Waterbury,  Vt.,  said 
via  e-mail  that  Microsoft’s 
decision  to  eliminate  the 
reduced-functionality  pen¬ 
alty  is  a  positive  step.  “En¬ 
terprise  users  like  us  face 
major  challenges  in  deploy¬ 
ing,  maintaining,  securing, 
upgrading  and  retiring  ap¬ 
plications  and  [IT  equip¬ 
ment],”  he  wrote.  “Anytime 
a  critical  supplier  can  make 
our  job  easier  or  more  pre¬ 
dictable,  it’s  helpful  for  us.” 

On  the  other  hand,  Prevo 
added,  Microsoft  deserves 
to  be  fairly  compensated 
for  its  software  and  has  the 
right  to  protect  its  intellec¬ 
tual  property.  “I  empathize 
with  Microsoft’s  position 
and  fully  appreciate  why 
they  would  try  to  deploy 
more  rigorous  enforcement 
[measures],”  he  wrote.  “It’s 
all  a  balancing  act.” 

Kochis  claimed  that  the 
license-validation  checks 
and  Microsoft’s  broader 
antipiracy  efforts  are  work¬ 
ing:  The  rate  of  piracy  on 
Vista  is  half  what  it  was  on 
Windows  XP  during  the 
same  stage  of  that  operating 
system’s  life  cycle,  he  said. 

But  LaBrue,  for  one,  still 
has  issues  with  Microsoft’s 
antipiracy  mechanisms.  He 
also  cited  concerns  about 
the  complexity  and  potential 
liability  of  using  Microsoft’s 
key  management  service 
(KMS)  software,  a  volume- 
activation  technology  aimed 
at  large  customers.  LaBrue 
said  that  killing  off  the 
reduced-functionality  mode 
in  Vista  “doesn’t  really  make 
KMS  more  attractive.”  ■ 
Montalbano  writes  for  the 
IDG  News  Service. 
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They’re  not  looking  in  the  right  places  for  what  they  need. 

But  you  can.  With  proven  information  management  software  from  SAS 
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We  are  pleased  to  annoii'nGe  BIGFIX  Discovery  7.0 
available  for  immediate' delivery.  Now  you  can 
conquer  your  IT  time  an4^ 
space  with  real-time  ^^sibility 
and  control  across  hundreds 
of  thousands  of  servers  and 
endpoints  in  minutes!  Yes 
minutes.  With  The  Ultimate  IT 
IVIachioe’s  1  -server-to-200,000- 
endpoint  ratio,  you’ll  experience 
unmatched  performance  &  economics. 

Not  just  “Big!’  Intergalactic!  .And 
contrary  to  what  you  need  with 
LANDesk/Microsoft/McAfee/Symantec^^^^^^Hj 
et  al,  the  new  BigFix  Distributed  Server 
Architecture  eliminates  fleets  of  servers  and 
armies  of  consultants.  Best  of  all,  BigFix 
Discovery  7.0  can  even  show  you  what  those 
guys  are  (NOT)  really  doing  for  you  on  all  your  ■  j 
computers— Windows,  Vista,  even  Linux/Unix^^^J 
and  Mac  systems.  And  we’ii  prove  it,  free.^^|^H[ 
At  your  site.  Which  is  why  they’re 
running  scared.  Really  scared. 

Schedule  a  tree  test  drive  to 
show  how  fast  we  hyperpower  you  at 
www.bjQfix.com/discoverv7.  or  call  51 0-652-6 7U0  ^ 
x1 1 6.  Well  also  send  you  this  vehicle  data  sheet.  A 


BIGFIX  Discovery  7.0  specifications 


Real-time  &  Policy-driven 


1  server  per  200K  endpoints 


AVtolOK  devices  <  4  hrs 


Eliminate  attacks,  malware, 
&  rogpe  devices  / 


Discovered  400  rogue  assets 
per  week  on  a  SOK  endpoint 
network  spanning  2300 
locations, 


Never  before  have  so  fow  done  so  much,  so  fost,  for  so  many. 


'd2007  BIGRX.  8!6nX  snd  its  logo  are  registered  trademarits  of  BIGFIX,  Inc,  Aii  other  trademarks  are  acknowledged.  Illustrations  by  Daryl  Mandryk. 
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Toshiba,  IBM,  Hewlett-Packard,  Sony,  Gompaq.  Name  any  vendb?, 
and  five  years  ago,  Constellation  Energy  had  its  computing  hardware. 
The  same  was  true  for  software  and  business  procei^sesSAt:  one' point, 
the  Baltimore-based  company  had  at  least  19  different  IT  purchasi^^ 
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.INFRASTRUCTURE  LOG 

-DAY  84;  Feeling  really  disconnected.  We’re  not  getting  the 
i-  most  out  of  our  existing  assets.  Service  and  application 
integration  is  a  nightmare.  Our  connections  are 
restrictive.  We’ve  got  to  stop  working  on  these  islands. 

-Please  rescue  me  from  this  lack  of  connectivity. 

-DAY  87:  I’ve  taken  back  control  with  IBM  WebSphere  solutions. 
Now  we  can  service-enable  and  connect  our  existing 
assets  for  mission-critical  goals.  We  can  reuse  existing 
applications  and  save  money  by  eliminating  redundant 
systems.  Now  we’re  ready  for  any  SOA  integration  project. 

-Plus,  no  more  jellyfish  stings. 


IMI 


Download  the  enterprise  service  bus  white  paper  at: 

IBM.COM/TAKEBACKCONTROL/CONNECT 
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At  DreamWorks  Animation  SKG 
Inc.,  artists  used  to  be  confined  to 
working  only  on  projects  under  way  at 
their  own  sites.  But  the  big  IT  initia¬ 
tive  this  year  has  been  consolidating  a 
sprawling  infrastructure  into  a  single, 
virtual  computing  cluster.  Now,  digital 
artists  can  work  on  multiple  projects 
regardless  of  their  geographic  location. 

And  at  Verizon  Wireless,  running 
more  than  a  dozen  billing  systems  had 
made  it  impossible  to  offer  all  custom¬ 
ers  the  same  products  and  services 
and  a  consistent  level  of  support.  But 
this  year,  the  company  winnowed  its  13 
billing  systems  to  a  single  one  that  sup¬ 
ports  62  million  customers  and  30,000 
call  center  agents  across  the  country. 

The  project  is  in  line  with  CIO  Ajay 
Waghray’s  “less  is  more”  philosophy 
and  the  latest  in  his  long-term  drive 
to  streamline  all  IT  at  the  $38  billion 
company.  One  major  benefit:  Having  a 
single  billing  system  reduces  operating 
costs  by  15%  to  20%,  saving  Verizon  a 
whopping  $20  million  a  year. 

Without  a  doubt,  streamlining  IT 
saves  companies  big  bucks.  Yet  cost 
savings  aren’t  the  primary  force  driv¬ 
ing  the  IT  simplification  boom.  What 
these  and  many  other  Premier  100 
IT  Leaders  say  they  are  striving  for 
is  nothing  short  of  overall  business 
transformation.  Simplifying  vendor 
relations,  consolidating  systems  and 
streamlining  IT  infrastructure  clears 
a  direct  path  to  business  process  inno¬ 
vations,  consistent  operational  excel¬ 
lence  and  overall  market  agility. 

“The  idea  is  to  take  the  repetitive 
things  and  make  them  standard  so  that 
we  can  add  value,”  says  Constellation 
Energy  Croup  Inc.’s  Hayes,  45.  For  ex¬ 
ample,  by  standardizing  purchasing 
processes,  “we  can  move  buyers 
around,  and  they  can  learn  about  buy¬ 
ing  different  commodities.  We  can 
also  move  business  people  around, 
and  they  don’t  have  to  learn  a  whole 
new  set  of  rules  each  time  they  move,” 
she  says.  “We  definitely  have  become 
much  more  productive  and  much  more 
agile  from  a  business  perspective.” 

Hayes  herself  is  an  example.  Prior  to 
moving  into  her  current  post  as  chief 
technology  officer  of  corporate  appli¬ 
cations,  she  served  as  CIO  at  Constel¬ 
lation  Generation  Group  LLC. 


REMOVING  THE  RED  TAPE 

At  Corporate  Express  US  Inc.,  a  $5  bil¬ 
lion  supplier  of  computer  and  office 
supplies  in  Broomfield,  Colo.,  the  man¬ 
date  to  streamline  came  from  the  top. 

“Our  CEO  came  out  with  a  tag 
line  to  ‘simplify  and  sell’  as  a  way  to 
motivate  the  whole  organization  to 
eliminate  overhead  and  tasks  that  don’t 
really  contribute  to  our  customers’ 
experience  and  are  really  just  more 
red  tape,”  explains  Doug  LaVelle,  42, 
director  of  business  relationship  man¬ 
agement.  LaVelle’s  group  of  business 
relationship  managers  was  established 
as  the  sole  point  of  contact  between  IT 
and  the  company’s  business  functions. 


S#  We’re  trying  to 
B  eliminate  the 
business  [units]  hav¬ 
ing  to  understand  the 
structure  and  organi¬ 
zation  of  IT  and  hnd 
their  way  to  the  right 
person  to  help  with 
their  problem. 


“We’re  trying  to  eliminate  the  busi¬ 
ness  [units]  having  to  understand  the 
structure  and  organization  of  IT  and 
find  their  way  to  the  right  person  to 
help  with  their  problem,”  LaVelle  says. 
Relationship  managers  work  with  the 
business  people  to  streamline  process¬ 
es  and  ascertain  their  technology  re¬ 
quirements.  After  that,  they  work  one- 
on-one  with  software  developers  and 
IT  architects  in  the  IT  organization. 

“We  sit  in  on  weekly  team  meetings 
in  operations,  finance  and  sales,  and 
we  sit  in  on  their  meetings  with  their 
directors  and  senior  executives  to  un¬ 
derstand  their  strategic  needs,”  LaVelle 
explains.  “We’re  also  responsible  for 
building  out  the  strategic  road  map.  We 
understand  where  finance  and  sales  and 


operations  all  want  to  go,  so  we  bring 
that  together  in  the  [IT  architecture].” 

When  Corporate  Express  acquired 
two  companies  in  2006  to  expand  into 
the  facilities  supplies  market,  the  busi¬ 
ness  relationship  management  group 
reduced  a  huge,  multimillion-dollar 
business-IT  integration  program  of  30 
projects  to  15  core  programs. 

“The  key  success  of  the  program 
was  that  we  were  able  to  go  back  and 
spend  additional  time  analyzing  the 
requirements,  benefits  and  efforts  with 
both  the  business  and  IS  stakeholders,” 
LaVelle  says.  “This  resulted  in  our  se¬ 
nior  leadership  being  presented  with  a 
roughly  50%  reduced  scope  while  still 
delivering  the  core  business  needs,”  all 
of  which  worked  to  integrate  the  new 
businesses  much  more  quickly. 

OPTIMIZING  PROCESSES 

At  Verizon  Wireless,  Waghray,  45, 
maintains  that  IT  simplification  has  to 
start  with  business  process  simplifica¬ 
tion  —  by  far  the  greater  challenge. 

Consolidating  13  billing  systems 
“sounds  like  a  huge  technical  chal¬ 
lenge,”  he  says.  “But  the  overriding 
thing  was  always  to  align  with  the 
business  goals,  which  above  all  else  is 
to  provide  customers  with  a  consistent 
experience.” 

In  addition  to  moving  to  a  single  sys¬ 
tem,  the  company  had  to  set  up  a  single 
billing  organization  to  replace  two 
billing  departments.  Legacies  from 
two  premerger  companies,  those  de¬ 
partments  operated  under  different 
management  styles  and  used  different 
development  processes. 

“The  key  is  innovating  and  optimiz¬ 
ing  business  processes,”  says  Waghray, 
and  he  set  out  to  do  that  under  an  ag¬ 
gressive  timeline  of  12  to  18  months. 

He  formed  teams  from  the  two  billing 
groups  to  compare  methodologies  and 
processes,  and  he  incorporated  the  best 
practices  into  the  new  organization. 

Waghray  also  met  with  department 
directors  every  two  weeks  to  plan 
and  evolve  the  new  organizational 
structure.  That  included  assigning  em¬ 
ployees  to  teams  based  on  their  skills, 
potential  and  interests.  As  one  of  the 
final  decision-makers,  he  also  partici¬ 
pated  in  weekly  calls  to  ensure  timely 
decisions  and  full  alignment  between 
Continued  on  page  30 
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Information  Management 


.INFRASTRUCTURE  LOG 

_DAY  69:  All  we  need  is  one  specific  piece  of  info.  Gil 
almost  had  it,  but  his  hand  cramped.  How  are  we  supposed 
to  find  trusted  business  info  when  these  massive  volumes 
of  disparate,  conflicting  information  keep  pouring  in? 

_Gil  just  grabbed  a  stuffed  panda. 

_DAY  71:  The  answer:  IBM  solutions  for  leveraging  information. 
Now  we  can  cleanse  info  and  standardize  source  data  fields 
for  consistency  and  accuracy.  I  can  create  a  single, 
comprehensive  and  accurate  record  of  info  across  our  source 
systems.  Finally,  I  can  provide  a  unified,  trusted  view  of 
our  information  so  everyone  can  make  better  decisions. 

_0ur  view  of  our  data  is  now  scalable.  Just  in  time  —  I  think 
we  ran  out  of  quarters. 


Download  the  Innovation  and  Competitive  Advantage  white  paper: 

IBM.COM/TAKEBACKCONTROL/ACCURATE 


Continued  from  page  27 
IT  and  the  business. 

“The  whole  thinking  was  that  less  is 
more.  That  means  fewer  applications 
to  manage,  fewer  rules  of  engagement, 
fewer  touch  points  for  customers,” 
Waghray  says.  “Billing  systems  are 
the  keepers  of  all  of  the  customer  data 
and  rules  of  engagement.  To  simplify 
the  customer  experience,  you’ve  got  to 
simplify  what  you’re  servicing.” 

The  business  benefit  associated  with 
a  single  system  serving  millions  of  sub¬ 
scribers  is  “amazing,”  Waghray  says. 
“You  can  roll  out  products  and  ser¬ 
vices  much  quicker.  As  you  optimize 
consolidation,  it  makes  fault  tolerance 
and  high  availability  easier,  too.  And  it 
allows  for  easy  and  consistent  custom¬ 
er  experience,”  because  regardless  of 
how  a  customer  contacts  the  company 

—  via  a  cell  phone,  online  or  in  person 

—  the  same  back-end  computer  system 
services  all  requests,  he  says. 

MORE  MOVIES,  FASTER 

At  DreamWorks,  streamlining  IT  to 
create  a  single  virtual  studio  environ¬ 
ment  enables  the  company  to  roll  out 
new  movies  faster  than  competitors. 

“Before,  we  could  release  about  two 
pictures  every  year  or  so,”  says  Derek 


,,.WeVe  reaching 
a  scale  no  one 
I  else  has  been  able  to  | 
I  do.  When  we  ended  up  | 
I  building  these  systems,  | 
I  itchangedtheiand- 
I  scape  for  us. 


Chan,  36,  head  of  digital  operations 
at  DreamWorks.  “Now,  we’re  doing 
a  show  in  May,  another  in  November 
and  then  [again  the  next]  May.  We’re 
reaching  a  scale  no  one  else  has  been 
able  to  do.  When  we  ended  up  building 
these  systems,  it  changed  the  land¬ 
scape  for  us.” 

The  multiyear  IT  overhaul  included 
deploying  new  HP  Halo  telepresence 
suites  for  cross-site  collaboration,  in¬ 
creasing  WAN  bandwidth  threefold 


and  delivering  new  storage  technology 
to  mitigate  latency  between  sites. 

Chan’s  leadership  abilities  contrib¬ 
uted  significantly  to  the  project’s  suc¬ 
cess.  He  served  as  one  of  two  executive 
sponsors  for  the  project  and  shepherded 
it  from  inception  to  requirements  gath¬ 
ering  to  design  and  implementation. 

“We  met  weekly  with  the  team  to 
discuss  progress  and  review  project 
details.  It  was  our  responsibility  to 
prioritize  projects  and  communicate 
with  other  executives  and  production 
teams,”  Chan  says.  The  teams  that 
handled  the  audiovisual  equipment  as 
well  as  the  networking  core  and  WAN 
capabilities  were  both  part  of  the  digi¬ 
tal  operations  department. 

Chan  says  he  is  also  measuring  the 
success  of  the  project  based  on  the  abil¬ 
ity  to  have  any  artist  work  on  any  show, 
the  number  and  types  of  artists  who 
work  cross-site,  the  amount  of  cross¬ 
site  computing  that  IT  can  support  in 
terms  of  CPU  cores,  and  the  relative 
number  of  infrastructure  support  peo¬ 
ple  to  the  number  of  overall  users  and 
films.  “All  of  these  metrics  have  shown 
significant  improvements  since  the  be¬ 
ginning  of  the  project,”  Chan  says. 

The  biggest  challenge  has  been  mak¬ 
ing  all  of  the  IT  upgrades  while  active 


New  Roles  for  IT  Leaders  ] 


Environmental  steward,  revenue  gen¬ 
erator,  holistic  business  expert  and 
change  management  architect  are 
just  a  few  of  the  new  roles  today’s  IT  lead¬ 
ers  are  taking  on  at  their  organizations. 

“I  am  no  longer  being  asked  to  provide 
computers  and  software,”  says  Matthew 
Kesner,  CTO  at  Fenwick  &  West.  “I  am  be¬ 
ing  asked  to  work  directly  with  firm  clients, 
drive  revenue,  create  market  differentiators 
and  automate  business  processes.” 

Derek  Chan,  head  of  digital  operations  at 
DreamWorks,  is  one  of  his  company’s  pri¬ 
mary  environmental  advisers  and  power- 
efficiency  experts. 

“Understanding  the  environmental  im¬ 
pact  of  the  choices  we  make  is  something 
that  has  gained  prominence  in  recent 
years,”  Chan  says.  “Power  consumption 
and  efficiency  are  such  global  concerns 


these  days,  and  technology  is  such  a  sig¬ 
nificant  user  of  resources,  it  is  imperative 
to  establish  best  practices  and  continue 
efforts  to  be  as  efficient  as  possible.”  For 
example,  DreamWorks  has  worked  with 
the  U.S.  Department  of  Energy  to  analyze 
its  data  center  efficiency  and  is  pushing  its 
vendors  for  more-efficient  power  supplies. 

Wynne  Hayes,  CTO  at  Constellation  Ener¬ 
gy,  includes  change  management  ~  specifi¬ 
cally,  people  change  management  -  among 
her  expanded  areas  of  responsibility.  She 
says  one  of  the  goals  of  standardizing  tech¬ 
nology  is  to  make  it  possible  for  employees 
to  more  easily  change  roles  or  move  across 
departments  within  the  company  and  not 
have  to  learn  an  entirely  new  set  of  com¬ 
puter  systems  when  they  do  move. 

Verizon  Wireless  CIO  Ajay  Waghray 
chalks  up  the  many  changes  in  his  role 


as  top  IT  executive  to  the  extremely  fast 
pace  of  innovation  in  the  wireless  industry. 
“Even  up  to  a  few  years  ago,  many  CIOs 
could  get  away  with  supporting  the  way 
things  have  always  been  done,”  he  says. 

Now,  “I  need  a  deeper  understanding 
of  the  business.  Staying  current  with  in¬ 
dustry  developments  and  maintaining  my 
understanding  of  business  operations  are 
both  essential,*’  Waghray  says.  “More  of 
my  time  is  spent  thinking  of  ways  to  make 
our  systems  more  seamless  with  the  busi¬ 
ness  processes  they  support.  Over  these 
past  few  years,  the  focus  of  IT  has  shifted 
more  and  more  to  the  user.  It  seems  the 
unstated  goal  of  IT  is  to  design  systems 
that  are  digital  extensions  of  the  depart¬ 
ments  they  serve,  rather  than  just  tools 
they  use.” 

-JULIA  KING 
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production  continues.  “It’s  sort  of  akin 
to  changing  the  wheels  on  a  car  while 
the  car  is  moving,”  says  Chan. 

But  the  business  has  come  to  expect 
nothing  less  from  IT,  he  adds. 

“Our  CEO  has  always  pushed  for 
innovation.  They  expect  it  and  have 
become  used  to  technology  solutions 
that  enable  the  artists  to  use  their 
creativity,”  he  says.  “We  want  to  take 
technology  out  of  the  way  and  give 
them  solutions  that  allow  them  to  cre¬ 
ate  things  that  people  haven’t  seen  on¬ 
screen  ever  before.” 

PUSHING  BEYOND  BOUNDARIES 

Michael  Carlson,  44,  CIO  at  Xcel  En¬ 
ergy  Inc.,  has  been  heavily  involved 
in  analyzing  and  optimizing  business 
processes  since  moving  into  the  top  IT 
position  at  the  Minneapolis-based 
electric  and  natural  gas  utility  two 
years  ago.  His  initial  focus  was  to  ver¬ 
tically  integrate  internal  processes  and 
systems  for  field  operations,  logistics 
and  inventory  management. 

Now,  the  innovation  push  is  on  hori¬ 
zontally  integrating  and  optimizing 
systems  and  processes  across  partner 
companies  to  develop  and  deploy  a 
system  known  as  SmartGrid.  Relying 
on  networking  and  messaging  technol¬ 
ogy,  SmartGrid  will  support  a  broad 
array  of  processes  involved  in  every¬ 
thing  from  power  plant  and  power  dis¬ 
tribution  activities  to  providing  con¬ 
sumers  with  analytic  tools  so  they  can 
proactively  monitor  and  individually 
control  their  power  consumption. 

Carlson,  who  is  leading  the  cross¬ 
functional  SmartGrid  team,  says  Xcel 
has  lined  up  a  handful  of  partners  will¬ 
ing  to  jointly  invest  in  the  new  busi¬ 
ness  model.  “We  expect  to  have  all  of 
our  partners  on  board  by  the  end  of  the 
year,  and  we’ll  actually  start  building 
out  a  [prototype]  smart  village  over  the 
next  18  months,  through  2009,”  he  says. 

Carlson’s  conviction  that  all  technol¬ 
ogy  projects  must  be  set  up  on  a  value- 
based  model  is  clearly  evident  when 
he  talks  about  the  SmartGrid  project. 
Also  evident  is  his  commitment  to 
knowing  the  utility  business  inside  out. 

“Eor  an  IT  organization  to  be  an 
effective  business  partner,  it  must 
maintain  and  expand  its  understand¬ 
ing  of  the  business  operations  and  how 
the  technology  is  being  leveraged  and 
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We’ve  stretched 
to  where  the 
next  step  has  to  be 
the  application  of  IT. 


relied  on  to  deliver  consistent  and  reli¬ 
able  business  process,”  he  says. 

“If  you  think  about  it,  the  Wright 
brothers  couldn’t  fly  a  plane  today  [be¬ 
cause  of  all  the  computerization  and 
onboard  electronics],  but  Edison  could 
show  up  more  than  100  years  after  the 
development  of  electricity  and  run 
a  utility  grid,”  Carlson  says.  “We’ve 
stretched  to  where  the  next  step  has  to 
be  the  application  of  IT.” 


BROADENING  THE  BUSINESS 

Tapping  IT  to  help  streamline  commu¬ 
nication  with  clients  led  to  the  launch 
of  a  major  new  practice  at  Fenwick  & 
West  LLP,  a  530-person  law  firm  in 
Mountain  View,  Calif.  CTO  Matthew 
Kesner  is  co-leader  of  the  new  informa¬ 
tion  management  group,  which  grew 
out  of  a  successful  IT  project  known  as 
the  computer  forensics  investigations 
unit.  The  unit  was  started  in  response 
to  a  client’s  request  for  help  in  manag¬ 
ing  electronic  discovery  for  a  lawsuit. 
The  other  party  involved  in  the  suit  had 
produced  the  equivalent  of  50  million 
pages  of  files,  which  Fenwick  &  West’s 
client  couldn’t  afford  to  duplicate. 

That’s  when  Kesner  and  his  team 
stepped  in.  Using  a  variety  of  off-the- 
shelf  tools,  the  forensics  unit  devel¬ 
oped  a  custom  process  called  FIND  to 
cull  through  reams  of  data  and  provide 
only  the  most  relevant  documents 
to  the  attorneys  for  review.  Over  the 
course  of  the  case,  the  team  handled 
the  largest  known  collection  of  elec¬ 
tronic  discovery  in  any  civil  matter  — 
the  equivalent  of  180  million  pieces  of 
paper,  according  to  Kesner.  Five  weeks 
into  the  trial,  the  opposing  party  con¬ 
ceded,  paying  Fenwick  &  West’s  client 


$400  million  to  settle  the  case. 

Since  then,  Kesner’s  team  has 
trained  attorneys  to  work  with  com¬ 
puter  forensics  and  consult  with  the 
firm’s  clients  on  a  wide  variety  of  legal 
and  IT  issues,  including  statutory  com¬ 
pliance,  privacy,  records  retention  and 
prelitigation  positioning. 

“The  new  practice  is  already  gener¬ 
ating  revenue  and  is  one  of  the  firm’s 
primary  differentiators  in  the  market,” 
he  says. 

Kesner  and  his  IT  team  are  now  fo¬ 
cused  on  using  technology  to  expand 
the  firm’s  international  client  base. 

“We  offer  voice  and  video  anywhere  in 
the  world  at  a  really  low  cost  by  using 
voice  over  IP  and  video  over  IP  and 
peer-to-peer  networks,”  he  explains. 
“We  extend  to  Skype  and  have  lots  of 
videoconferences  with  iChat. 

“If  we  have  to  move  a  lot  of  attorneys 
to  areas  where  clients  reside,  we  have 
‘away  team’  boxes  that  contain  VoIP 
phones,  video-over-IP  technology  and 
a  full  storage  network,  so  we  can  put 
lawyers  down  anyplace  in  the  world, 
and  they  pick  up  extensions  with  four¬ 
digit  dialing,”  says  Kesner.  “Every  day, 
we  have  lawyers  in  China,  India  and 
South  America  doing  work  with  a  lap¬ 
top  and  a  software-based  telephone.” 

His  willingness  to  test  and  deploy 
technology  that  is  often  shunned  by 
larger  organizations  as  too  consumer- 
oriented  for  business  use  is  precisely 
what  is  winning  the  firm  new  clients. 

“Matt  was  far  ahead  of  the  curve  with 
regard  to  developing  the  firm’s  capabil¬ 
ity  to  handle  large-scale  data  mining 
and  forensic  investigations,”  says  Lois 
Boyd,  Fenwick  &  West’s  chief  operat¬ 
ing  officer.  “Instead  of  outsourcing  this 
work  at  a  significantly  higher  price  to 
our  clients,  our  capabilities  have  let  us 
compete  with  firms  much  larger  than 
ours  as  to  quality,  efficiency  and  price.” 

“A  lot  of  the  clients  we  work  with  are 
start-ups,  so  you  have  to  find  ways  to 
do  things  creatively  and  quickly  and  at 
a  very  low  expense,  or  else  they  can’t 
afford  it,”  says  Kesner.  “When  there 
are  great  IT  enhancements,  it’s  IT’s  job 
to  make  them  safe  and  productive”  for 
the  business  to  use. 

With  that  done,  what  comes  next  is 
what  Kesner  and  other  IT  leaders  have 
been  shooting  for  all  along:  true  busi¬ 
ness  transformation,  a 
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.INFRASTRUCTURE  LOG 


_DAY  82:  There  are  so  many  risks  out  there.  So  many  things 
that  can  happen  to  our  business:  natural  disasters,  spikes 
in  traffic,  mergers.  How  do  we  prepare?  One  in  three 
companies  don’t  recover  from  unplanned  downtime.^  Would  we? 

_Gil  has  wrapped  everything  in  the  office  with  bubble  wrap. 
Everything.  Just  to  be  safe. 

_DAY  83:  I’m  preparing  with  IBM  Business  Resilience  Solutions. 
IBM  Business  Continuity  Services  can  help  us  assess  our  risks 
and  design  a  proactive  plan  to  deal  with  them.  IBM  Tivoli  gives  us 
the  visibility  to  diagnose  and  fix  infrastructure  problems. 

And  the  robust  availability  features  of  the  IBM  System  p™  give 
us  maximum  uptime.  The  future  feels  so  much  safer  now. 

_No  more  bubble  wrap.  And  I  have  to  mail  a  package.  Great. 


Take  the  business  continuity  assessment  at; 

IBM.COM/TAKEBACKCONTROL/READY 


The  visionary  efforts  of  this  year’s  Premier  100  honorees 
showcase  the  leadership  skills  that  have  put  them  at  the  top. 


OW  DOES  an  IT  leader 
choose  the  most  innova¬ 
tive  IT  project  to  take  on 
these  days?  For  some,  the 
decision  comes  down  to 
one  thing:  speed. 

Qualifying  customers  faster,  getting 
proposals  out  more  quickly,  and  making 
it  fast  and  easy  for  the  customer  to  do 
business  with  the  organization  are  the 
keys  to  success  in  an  environment  where 
business  interactions  occur  at  an  accel¬ 
erating  pace.  Here’s  what  you  can  learn 
from  three  Premier  100  honorees  who 
led  successful  cutting-edge  projects. 


GUIDO  F.  SACCHi 

CIO,  senior  vice  president  of  corporate 
strategies,  CompuCredit  Corp.,  Atlanta 
m  Project  at  a  glance:  The  data  supply- 
chain  project  integrated  data  from  internal 
and  external  sources  into  a  single  database 
and  moved  query  and  reporting  activity  to 
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These  IT  leaders 


broke  down  commu¬ 
nication  and  depart¬ 
mental  barriers  to  get 
cutting-edge  projects 
off  the  grouna. 

By  Robert  L.  Mitchell 


a  separate  data  warehouse  appliance  that 
supports  faster,  more  accurate  loan  deci¬ 
sions  for  the  financial  services  company’s 
customers. 

H  Signature  leadership  move:  Kept  his 


team  members  on  task  by  keeping  their 
schedules  clear. 

CompuCredit,  which  markets  finan¬ 
cial  services  to  consumers  with  low 
credit  scores,  needed  more  timely  access 
to  information  and  better  tools  that  its 
staff  could  use  to  make  faster  and  more 
accurate  lending  decisions.  The  IT  team 
met  that  need  by  consolidating  credit 
card  databases,  streamlining  and  stan¬ 
dardizing  data  ETL  (extract,  transform 
and  load)  processes,  and  moving  query 
and  reporting  activity  from  the  primary 
Oracle  database  to  a  Netezza  Corp.  data 
warehouse  appliance  that  produces  re¬ 
sults  an  average  of  150  times  faster. 

The  project  also  met  the  CEO’s 
mandate  that  IT  drive  down  the  unit 
cost  per  customer  and  leverage  the 
business’s  economies  of  scale.  “That 
was  a  direct  alignment,”  says  Sacchi, 
43.  He  started  the  “nuts  and  bolts”  sup¬ 
porting  infrastructure  upgrades  over 
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a  two-year  period  that  ended  in  2006. 
After  that,  he  says,  “we  did  all  of  the 
BI  layers  that  are  visible  to  the  user,” 
completing  them  earlier  this  year. 

Strategically,  one  of  Sacchi’s  smart¬ 
est  moves  was  to  separate  the  infra- 
structure-building  phase  in  Year  1 
from  the  business  intelligence  applica¬ 
tion  phase  in  Year  2. 

The  infrastructure  capital  request 
went  through  corporate  headquarters 
rather  than  individual  business  units. 

“I  didn’t  have  to  cross-prioritize  that 
against  direct  business  initiatives,” 
an  approach  that  tends  to  starve  in¬ 
frastructure  projects  in  favor  of  those 
with  more  immediate  payback,  Sacchi 
says.  Once  the  foundation  was  laid,  he 
budgeted  with  the  business  units  to  de¬ 
velop  the  BI  applications,  where  direct 
benefits  were  evident. 

To  sell  the  job  and  keep  interest  high 
during  the  multiyear  process,  he  dem¬ 
onstrated  it  to  the  president  of  Compu- 
Credit’s  credit  card  business  unit,  Syno- 
vus  Financial  Corp.  The  president  was 
so  impressed  that  he  immediately  chal¬ 
lenged  his  staff  to  begin  using  the  tool. 

Sacchi  also  brought  on  other  poten¬ 
tial  users  as  part  of  the  30-member 
project  team  right  from  the  start.  “My 
best  contribution  was  to  pick  the  right 
team  and  empower  them,”  he  says. 

Sacchi  played  a  critical  role  in  keep¬ 
ing  staffers  on  task  by  keeping  other 
projects  off  their  plates  and  making 
sure  their  time  wasn’t  overallocated. 
“Guido  provided  the  air  cover  we  need¬ 
ed  to  make  the  project  successful,”  says 
Blake  Sanders,  executive  director  of  en¬ 
terprise  development  and  data  services. 

The  project  sped  up  queries,  gave 
workers  access  to  more  timely  data, 
automated  reporting  tasks  and  empow¬ 
ered  more  staffers  to  perform  their  own 
queries,  freeing  up  IT  resources  for 
other  tasks.  Creating  a  single,  stream¬ 
lined  ETL  process  enabled  more  timely 
integration  of  data  on  daily  transactions 
for  CompuCredit’s  5  million  credit  card 
customers,  shrinking  the  load  time 
from  36  hours  to  less  than  three. 

Early  on,  it  became  clear  that  per¬ 
formance  improvements  would  be 
dramatic.  One  user  reported  that  proc¬ 
essing  time  for  a  complex  query  had 
dropped  from  43  hours  to  12  minutes. 
As  the  capabilities  became  more  evi¬ 
dent,  Sacchi  needed  to  keep  expecta¬ 


tions  in  check  and  the  project  on  track. 
“The  danger  in  a  project  of  this  magni¬ 
tude  is  controlling  the  scope,”  he  says. 

Once  the  system  went  online,  it  im¬ 
proved  collections  and  lowered  the  cost 
of  acquiring  customers,  saving  the  com¬ 
pany  $5  million  —  a  12-month  payback. 

“Innovation  for  business  value  is 
one  of  the  most  important  things  we 
do  as  CIOs.  This  project  was  the  best 
in  my  career,”  Sacchi  says.  “It’s  a  good 
example  of  how  an  innovative  solution 
can  be  architected  and  delivered  in  a 
cooperative  fashion.” 


VICE  PRESIDENT, 
SECTOR  CIO, 
NORTHROP 
GRUMMAN  CORP. 


6^  It  was  my  job 
to  make  sure 
the  funds  were  there, 
make  sure  [the  project] 
stayed  visible . . .  and 
let  the  engineers  and 
scientists  do  their  thing. 


BRADLEY  D.  FURUKAWA 


Vice  president,  sector  CIO,  Northrop 
Grumman  Corp.,  Redondo  Beach,  Calif. 

m  Project  at  a  glance:  The  company 
created  an  1,800-processor  supercom¬ 
puter  cluster  using  Linux  server  blades  and 
adapted  some  400  applications  for  parallel 
processing.  The  project  resulted  in  process¬ 
ing  times  for  complex  calculations  that 
were  up  to  20  times  faster  and  provided  a 
common,  cost-effective  alternative  to  using 
individual  workstations  and  smaller  clusters 
associated  with  individual  programs  within 
the  company’s  space  technology  unit. 

H  Signature  leadership  move:  Took  an 
enterprise  view  of  the  project  to  maximize 
benefits  across  departments. 

In  a  large-scale,  multiyear  project 
such  as  Northrop  Grumman’s  effort 
to  develop  a  supercomputing  cluster, 
a  successful  outcome  depends  not 
just  on  getting  the  initial  funding,  but 
also  on  keeping  the  money  flowing 
from  year  to  year,  says  Furukawa,  50. 


While  a  team  of  IT  professionals  and 
scientists  built  out  the  cluster,  he  says, 
“it  was  my  job  to  make  sure  the  funds 
were  there,  make  sure  [the  project] 
stayed  visible  in  front  of  the  vice  presi¬ 
dent  and  president,  remove  any  admin¬ 
istrative  barriers . . .  and  let  the  engi¬ 
neers  and  scientists  do  their  thing.” 

Before  the  supercomputing  cluster 
went  online,  “things”  moved  more 
slowly.  Each  program  within  the  space 
technology  business  had  its  own  work¬ 
stations  or  small  clusters.  Furukawa 
had  to  sell  the  business  on  the  idea 
of  going  from  a  culture  where  every 
project  had  dedicated  resources  to  one 
where  resources  would  be  shared. 

Having  a  common  resource  not  only 
allowed  work  to  be  completed  faster, 
but  also  helped  programs  with  lim¬ 
ited  funding  as  well  as  new  program 
proposals  that  required  some  upfront 
analysis  to  close  new  contracts.  Fu¬ 
rukawa  was  also  careful  not  to  tie  the 
project  to  any  specific  program.  “By 
keeping  this  sector-focused,  all  pro¬ 
grams  would  benefit,”  Furukawa  says. 

“He  did  a  good  job  in  getting  people 
to  work  together  with  an  enterprise 
perspective  rather  than  taking  the  nar¬ 
rower,  project  view,”  says  Clayton  Kau, 
vice  president  and  general  manager  of 
Northrop  Grumman’s  space  and  de¬ 
fense  products  division. 

That  paid  off.  Users  building  new 
program  proposals,  who  previously 
lacked  computing  resources,  used  the 
shared  cluster  to  add  more  simulations 
and  analysis  to  proposals.  That  enabled 
the  space  technology  unit  to  gain  more 
business,  meeting  the  CIO’s  challenge 
to  “raise  the  bar  on  performance.” 

The  shared  cluster  “increased  our 
probability  of  a  win  in  all  of  our  pro¬ 
gram  pursuits,”  and  it  provides  analysis 
that  keeps  existing  contracts  funded 
when  they  come  up  for  review,  Furu¬ 
kawa  says.  “Continuing  to  show  over 
many  years  what  the  programs  will  do 
keeps  the  programs  sold,”  he  says. 

In  launching  the  project,  Furukawa 
also  helped  to  set  up  a  governance 
board  to  determine  which  people  and 
programs  would  get  to  use  the  re¬ 
sources  and  how  those  resources  would 
be  allocated.  “No  matter  how  much 
computing  power  you  have,  you  can 
always  max  it  out.  They  set  the  priori- 
Continued  on  page  38 
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Continued  from  page  36 
ties,”  he  says.  Based  on  those  decisions, 
the  team  can  set  controls  to  allocate  the 
resources  and  monitor  their  use. 

Visibility  was  critical  to  the  project’s 
success.  As  the  cluster  grew  to  979  proc¬ 
essors  last  year,  the  governance  team 
got  scientists  up  and  running  on  it  as 
quickly  as  possible.  “The  positive  feed¬ 
back  made  it  all  the  way  up  to  the  sec¬ 
tor  president’s  level,”  Furukawa  says. 

In  fact,  the  program  was  so  well  re¬ 
ceived  that  Furukawa  not  only  kept  his 
funding  for  the  following  year,  but  was 
also  given  some  of  the  funding  earlier 
so  that  the  project  could  expand  faster. 

“Keeping  the  project  on  schedule 
and  within  budget  really  added  to  the 
success  and  credibility,”  says  Kau. 


CIO  Robert  Carter  and  the  rest  of  the 
IT  team  are  flipping  burgers  at  an 
IT-sponsored  cookout  for  2,500  em¬ 
ployees  at  FedEx  Corporate  Services’ 
Memphis  facility.  “It  gives  me  an  op¬ 
portunity  to  create  a  connection  with 
these  folks,”  Zanca  says,  and  that’s  part 
of  his  strategy  for  success. 

There  are  three  keys  to  a  successful 
project,  he  says.  In  FedEx’s  distributed, 
7,000-employee  IT  operation,  perse¬ 
verance  pays  off.  “If  you  really  believe 
in  a  game-changing  shift,  you’re  go¬ 
ing  to  have  to  persevere  and  convince 
various  folks  that  a  new  technology,  a 
new  approach,  will  work,”  he  says.  Eor 
Zanca,  49,  that  vision  —  and  the  strat¬ 
egy  for  execution  —  is  the  culmination 
of  many  years  of  work. 


to  FedEx  being  an  embedded  part  of  [a 
customer’s]  environment,”  Zanca  says. 

To  get  these  projects  completed, 
Zanca  built  consensus  through  what  he 
calls  the  “Max  Plan,”  which  involves 
regular  meetings  with  top  executives. 

His  second  key  to  success  lies  in 
keeping  close  to  his  own  staff  as  well 
as  internal  constituents.  “The  people 
who  are  down  in  the  trenches  are  the 
folks  you  have  to  stay  close  to.  You 
have  to  listen  to  them,”  Zanca  says,  to 
set  realistic  goals  for  success  —  and  to 
move  those  goals  if  need  be. 

“David  is  into  the  details,”  says  Bob 
Thomas,  managing  director  of  technol¬ 
ogy  services.  His  group  helps  custom¬ 
ers  use  FedEx’s  Web  services  offerings. 

Zanca  helped  launch  early  Web 


Furukawa  says  he’s  trying  to  keep 
interest  high  as  the  project  moves  from 
1,800  processors  to  its  ultimate  goal 
of  3,000  CPUs,  and  he  has  opened  up 
access  to  the  rest  of  the  company  over 
Northrop’s  internal  network.  “I  don’t 
want  to  see  the  utilization  dropping  off 
at  2,000  CPUs,”  he  says.  “That  would 
stall  further  investment.” 


DAVJ06.  imck 

Senior  vice  president  of  e-commerce 
technology,  FedEx  Corporate 
Services  Inc.,  Collierville,  Tenn. 

@  Project  at  a  glance:  Zanca  manages 
several  hundred  software  developers  in  an 
ongoing  effort  to  embed  FedEx  services 
into  mobile  devices  and  the  applications 
its  customers  use  every  day.  The  project’s 
goal  is  also  to  make  those  services  available 
globally  and  across  all  FedEx  Corp.  business 
units,  from  FedEx  Ground  to  Kinko’s.  Under 
Zanca’s  direction,  the  group  has  launched 
the  MyFedEx  Web  site,  enhanced  mobile 
services,  developed  plug-ins  for  applications 
and  offered  a  suite  of  Web  services  that 
business  customers  can  use. 

^  Signature  leadership  move:  Built  strong 
lines  of  communication  among  project 
stakeholders  at  every  level. 

On  a  warm  October  day,  Zanca, 


Three  years  ago,  FedEx  Corporate 
Services  was  tasked  with  breaking  down 
FedEx’s  monolithic  capabilities  into  Web 
services,  building  on  the  company’s 
core  FedEx.com  and  Ship  Manager  ap¬ 
plications,  and  advancing  the  technolo¬ 
gy  toward  next-generation  services  that 
would  give  customers  instant  access  to 
FedEx  services  and  tracking  data. 

To  that  end,  Zanca’s  group  last  sum¬ 
mer  introduced  the  Developer  Re¬ 
source  Center.  The  Web-based  offering 
makes  key  services,  such  as  tracking 
and  dispatch,  available  through  stan¬ 
dards  such  as  WSDL  and  provides 
code  snippets  that  help  businesses  take 
advantage  of  those  services. 

Zanca’s  group  also  recently  devel¬ 
oped  and  launched  MyEedEx.com, 
which  lets  users  track  both  outbound 
and  inbound  shipments.  And  it  en¬ 
hanced  its  mobile  device  support,  en¬ 
abling  customers  to  use  smart  phones 
to  generate  shipping  labels,  for  example. 

In  addition,  it  introduced  a  series  of 
plug-ins,  including  ones  for  Adobe  Ac¬ 
robat  and  Microsoft  Outlook,  that  let 
users  upload,  prepare,  price  and  submit 
print  jobs  to  Kinko’s  shops. 

The  plug-ins  “changed  our  strategy 
from  FedEx.com  being  a  destination 


services  efforts  at  FedEx  Corporate 
Services  before  moving  to  the  FedEx 
Freight  division  for  a  couple  of  years. 
He  returned  to  FedEx  Corporate  Ser¬ 
vices  last  January. 

Shortly  after  Zanca  came  back, 
Thomas  had  a  meeting  with  the  staff. 

“I  told  them,  ‘Don’t  be  surprised  if  you 
get  a  call  from  David  with  a  specific 
question  about  one  of  our  products,  be¬ 
cause  he  is  into  the  details  and  he  will 
go  straight  to  the  source.’  And  that’s  a 
good  thing,”  he  says. 

The  third  leg  of  Zanca’s  strategy  is 
to  maintain  transparency  with  internal 
business  partners  so  that  there  are 
no  surprises.  “There  are  going  to  be 
bumps  in  the  road,”  he  says.  “You  have 
to  keep  executives  informed  and  man¬ 
age  expectations.” 

Zanca’s  team  also  built  tools  that 
measure  the  success  of  each  initiative. 
The  company  can  see  how  much  busi¬ 
ness  is  coming  through  new  channels, 
such  as  mobile,  Web  services  or  plug¬ 
ins.  “We  have  metrics  as  one  of  our 
design  criteria  so  we  can  see  where  the 
business  is  coming  from,”  as  well  as 
whether  the  business  is  “channel  shift” 
or  truly  new  business,  Zanca  says.  “It’s 
definitely  [bringing  in]  new  business.”  ■ 
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PreirirMO  It  traders  2008 


We  all  real¬ 
ized  how 
much  of  what  the 
company  does 
would  be  impacted 
by  this  product. 

SENIOR  VICE 

PRESIDENT,  CIO.  RYDER  SYSTEM  INC. 


OFTEN,  A  STANDOUT 
IT  leader  is  one  who 
champions  a  project 
and  guides  a  team  to  do 
remarkable  things  with 
scant  resources.  These  Computerworld 
Premier  100  honorees  had  the  courage 
to  ask  tough  questions  and  used  their 
consensus-building  skills,  flexibility 
and  detailed  analysis  to  reap  huge 
gains  internally. 


KEVIP  H.  BOTT 
Senior  ¥!ce  president,  CIO, 

Ryder  System  Inc.,  Miami 
s?  Project  at  a  glance:  When  this  major 
trucking  company  decided  to  deploy  wire- 


Designed  to  shave  ex¬ 
penses,  these  projects 
turned  into  big  ROI 
wins  under  these 
assertive  IT  leaders. 

By  Jennifer  McAdams 


less  devices  to  improve  fleet  operations  and 
reduce  costs,  internal  interest  in  the  project 
mushroomed.  One  IT  executive  vowed  to 
keep  the  project  team  on  task.  Now,  the 
new  devices  are  hitched  to  more  than  4,000 
Ryder  vehicles,  yielding  substantial  savings, 
n  Signature  leadership  move:  Steered  a 
project  back  on  track  after  its  scope  began  to 
bloat  as  it  gained  greater  visibility  within  the 
company. 

Envisioned  as  a  classic  lean  IT  proj¬ 
ect,  RydeSmart  started  off  in  June  2006 
as  a  relatively  modest  endeavor.  Bott, 
52,  was  at  the  wheel  of  a  tightknit  proj¬ 
ect  team  made  up  of  handpicked  indi¬ 
viduals  who  represented  the  interests 
Continued  on  page  42 
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Sun  xVM:  Open,  Free,  Supported 


The  Sun  xVM  family  brings  together  virtualization  and 
management  to  help  better  control  both  physical  and 
virtualized  assets. 

With  the  new  Sun'xVfVl  Server  and  Sun  xVM  Ops  Center 
you  can  help  simplify  management,  improve  utilization 
and  cut  costs  across  your  entire  IT  infrastructure.  And  xVM 
can  help  you  consolidate  and  manage  Windows,  Linux, 
and  Solaris'."  On  any  vendor's  server  or  storage  system. 
Don't  get  trapped  by  proprietary  virtualization  solutions. 

Embrace  freedom.  Learn  more  at  sun.com/xVMfreedom 

Call  your  local  Sun  Sales  Representative,  Sun  Authorized  Partner 
or  (888)  516-9362. 
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Continued  from  page  40 
of  the  company’s  many  business  units. 
Bott  held  mandatory  weekly  review 
meetings  and  drove  his  team  to  hold 
down  costs  and  target  specific  fleet 
efficiencies. 

But  things  began  to  change  as 
RydeSmart’s  visibility  grew.  The  team 
swelled,  and  the  project’s  scope  began 
to  bloat.  “We  all  realized  how  much 
of  what  the  company  does  would  be 
impacted  by  this  product,”  recalls 
Bott.  RydeSmart  devices  are  wireless 
hardware/software  units  that  make 
use  of  GPS  and  other  technologies  to 
help  track  the  location  of  Ryder  ve¬ 
hicles.  The  goal  was  to  improve  areas 
such  as  fuel  efficiency. 

As  interest  in  RydeSmart  grew,  so 
did  the  project’s  technical  snafus.  For 
instance,  the  growing  RydeSmart  team 
wanted  a  say  in  how  the  units  would  be 
deployed,  even  after  the  units  had  been 
shipped  out  for  installation. 

Other  problems  emerged,  including 
the  fact  that  Ryder’s  diverse  ffeet  com¬ 
prised  various  vehicle  makes,  models 
and  years  that  didn’t  fit  conveniently 
into  guidelines  devised  for  electronic 
communications  module  transactions. 

Bott  realized  he  would  have  to 
move  swiftly  and  decisively  to  keep 
RydeSmart  on  track.  “I  worked  with 
the  core  team  to  establish  processes 
for  inventory  control.  I  followed  up 
with  the  team  on  weekly  resolution 
calls  with  our  primary  vendor  partners 
to  resolve  installation  issues,”  he  says. 

In  the  end,  Bott  steered  RydeSmart 
back  in  the  right  direction  and  has 
the  return  on  investment  to  prove  it. 
Upfront  hardware  investments  were 
offset  immediately  by  efficiencies.  Plus, 
Ryder’s  market  share  increased;  cus¬ 
tomers  liked  the  idea  that  RydeSmart 
makes  it  unnecessary  for  drivers  to  deal 
with  bothersome  tasks  such  as  reading 
odometers  and  reporting  fuel  usage. 

“RydeSmart  improved  our  business 
operations  and  helped  differentiate 
us  in  the  marketplace,”  notes  Robert 
Sanchez,  executive  vice  president  of 
operations  at  Ryder  Fleet  Management 
Solutions.  “Kevin  was  very  involved 
in  terms  of  corporate  strategy  and  IT 
integration.  He  helped  internal  stake¬ 
holders  and  Ryder  customers  under¬ 
stand  the  value  of  the  solution.” 

In  the  end,  the  hard  work  paid  off. 


“We  have  achieved  savings  in  trip 
records  processing,  breakdown  repair 
costs,  idle-time  fuel  reductions,  out- 
of-route  mileage  reductions,  improved 
asset  utilization  and  more-efficient 
driver  hours,”  says  Bott. 

Indeed,  Sanchez  and  others  credit 
Bott  and  his  team  for  the  turnaround 
—  mostly  because  Bott  refused  to 
let  the  effort  become  too  corporate- 
focused  and  instead  chose  to  concen¬ 
trate  on  tangible  areas  of  savings. 
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WENDY  CEBULA 
Chief  operating  officer, 

VistaPrint  Ltd.,  Lexington,  Mass. 

H  Project  at  a  glance:  In  the  wake  of  a 
corporate  office  move,  the  online  supplier 
of  graphic  design  services  and  printed 
products  pondered  the  best  site  for  its  data 
center  assets.  By  forgoing  conventional 
plans  and  the  most  convenient  decisions, 
the  company  will  save  more  than  $450,000 
over  the  next  three  years. 

H  Signature  leadership  move:  Drew  on 
analytics  expertise  to  question  an  already- 
accepted  strategy. 

Without  a  doubt,  out-of-pocket  costs 
for  an  office  to  move  either  down  the 
street  or  across  the  country  can  be 
very  steep.  Cebula,  36,  didn’t  argue 
this  point  when  she  encouraged  com¬ 
pany  officials  in  the  midst  of  planning 
a  corporate  move  in  January  2006  to 
rethink  VistaPrint’s  data  center  strat¬ 
egy.  It  was  a  big  request,  since  chaos 
was  about  to  ensue  as  boxes,  desks  and 
chairs  were  loaded  into  moving  vans. 

Despite  the  timing,  Cebula  had 


I’ve  learned  that 
mm  you  can’t  have 
any  preconceived  no¬ 
tions  when  it  conies 
to  technology  or  be 
married  to  a  specific 
soiution. 


her  staff  dig  out  hard  figures  and  long¬ 
term  projections  on  different  data 
center  scenarios  so  she  could  offer  top 
executives  tangible  options  and  poten¬ 
tial  savings. 

“Given  my  background  —  which 
includes  analytics  —  I’ve  learned  that 
you  can’t  have  any  preconceived  no¬ 
tions  when  it  comes  to  technology 
or  be  married  to  a  specific  solution. 
Therefore,  I  asked  my  team  to  crunch 
the  numbers  and  find  the  best  alterna¬ 
tives,”  she  says. 

Ultimately,  Cebula  persuaded  Vista- 
Print  decision-makers  to  shirk  the 
conventional  route  of  simply  moving 
data  center  operations  along  with  the 
company’s  furniture  and  other  assets 
to  a  new  location  in  Lexington,  Mass. 
Instead,  she  made  a  solid  case  for 
building  a  new  data  center  in  Windsor, 
Ontario,  and  increasing  the  scope  of 
operations  at  a  facility  in  Bermuda. 

Often,  finding  the  best  options  calls 
for  intensive  brainstorming,  and  Cebula 
and  her  staff  had  to  think  through  ev¬ 
erything.  For  instance,  Canada’s  hydro¬ 
electric  power  infrastructure  promised 
real  savings.  By  Cebula’s  estimate,  the 
company  would  save  $130,000  in  the 
first  year  because  of  a  12-cent  difference 
in  the  cost  of  kilowatts  per  hour. 

Canada’s  lower  utility  charges  were 
only  part  of  VistaPrint’s  plans  to  cut 
energy  costs.  The  company  also  lever¬ 
aged  its  data  center  move  as  a  catalyst 
for  wholesale  migration  to  an  archi¬ 
tecture  based  on  virtualized  servers. 
“This  will  reduce  energy  usage  for 
our  server  farm  by  75%  and  is  the 
biggest  piece  of  the  cost  savings.  As 
a  result,  we  expect  to  save  $450,000 
over  three  years,  which  is  more  than 
the  cost  of  the  hardware  refresh,”  says 
Cebula.  That  $450,000  is  in  addition 
to  the  $130,000  savings  on  electricity. 

In  fact,  Cebula’s  strengths  lie  in  her 
ability  to  see  beyond  the  immediate, 
says  Aaron  Branham,  the  company’s 
vice  president  of  technical  operations. 
“As  with  most  projects  at  VistaPrint, 
initiatives  tend  to  start  with  a  problem 
or  a  trigger  event  —  in  this  case,  mov¬ 
ing  our  Lexington  office,”  he  notes. 
“The  standard  approach  would  be  for 
all  of  the  gear  —  servers,  networks, 
etc.  —  to  be  simply  moved  to  the  new 
building.” 

Continued  on  page  44 
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The  Sun  Fire’”  X4500  Storage  Server  (aka  "Thumper”)  delivers  twice  the 
performance,  half  the  size  and  one-third  the  price  of  the  competition. 
With  common  storage  pools,  provable  data  integrity  and  near-zero 
administration,  ZFS  overturns  everything  you  thought  you  knew  about 
file  systems.  And  with  four-core  X64  performance,  the  highest  storage 
density  and  the  power  of  Solaris’,"  the  Sun  Fire  X4500  Server  blows  away 
everything  else  in  price,  performance,  and  capacity. 

For  a  free  60-day  trial,  go  to  sun.com/openstorage. 


AMDiP 


Optenon 


soians 


^Sm. 


inicrosystems 


:^i 


<r 


Call  your  local  Sun  Sales  Representative,  Sun  Authorized  Partner  or  (888)  516-9362. 
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Continued  from  page  42 
When  the  time  came,  however,  Ce- 
bula  didn’t  flinch  and  instead  asked. 
Why  settle  for  the  standard  approach? 
She  also  refused  to  stop  at  a  single 
answer,  choosing  to  pursue  many  sce¬ 
narios.  The  result:  a  decision  that  has 
yielded  VistaPrint  hefty  savings. 


ASiF  AHMAD 

Vice  president  of  diagnostic  services,  CIO, 
associate  dean  of  academic  computing, 
Duke  University  Health  System  and  Medi¬ 
cal  Center,  Durham,  N.C. 

■  Project  at  a  glance:  While  respecting  the 
sacred  argument  that  a  new  computerized 
physician  order  entry  (CPOE)  system  could 
save  lives,  this  hospital  dared  to  ask  for 
tangible  metrics  and  hard  facts  on  potential 
savings.  The  immediate  result  was  $2  mil¬ 
lion  in  efficiencies  and  the  promise  of  more. 

■  Signature  leadership  move:  Asked  tough 
-  even  taboo  -  questions  to  remake  a  system. 

If  there’s  one  thing  that  Ahmad,  40, 
learned  upon  entering  the  health  care 
IT  field,  it’s  this:  Technology  staffers 
are  reluctant  to  challenge  medical 


around  the  design  and  installation  of  a 
CPOE,  a  system  that  would  address  the 
age-old  problem  of  how  to  deal  with 
orders  and  prescriptions  that  hinge  on 
abysmal  physician  handwriting.  With 
the  CPOE,  doctors  input  orders  di¬ 
rectly  into  the  system,  so  treatment  is 
expedited  and  errors  are  reduced. 

“We  looked  for  reasons  why  [the] 
CPOE  should  be  implemented  at  Duke. 
We  demanded  tangible  metrics  —  not 
always  dollar  metrics  but  quality-of-care 
metrics  that,  in  the  end,  would  lead  to 
savings,”  he  says.  “We  stayed  away  from 
subjectivity  and  rationalizations  based 
on  notions  such  as,  ‘It  just  feels  right.’  ” 

By  asking  the  tougher  questions,  Ah¬ 
mad  helped  Duke  emerge  as  one  of  the 
1.5%  of  the  nation’s  hospitals  that  have 
fully  adopted  the  CPOE.  Furthermore, 
Ahmad  and  his  team  were  able  to  com¬ 
plete  the  project  with  almost  no  delays. 
“We  delivered  the  project  in  record 
time  and  enjoyed  a  huge  rate  of  accep¬ 
tance  among  hospital  staff,”  he  says. 

Ahmad  offers  this  advice  to  other 
CIOs:  “Get  out  of  your  comfort  zone 


ing  the  IT  implications  of  a  major 
merger.  However,  Smith,  43,  was  im¬ 
mediately  confident  that  the  status 
quo  was  not  the  approach  to  take  in 
smoothing  technical  operations  after 
Ameritrade’s  2005  acquisition  of  TD 
Waterhouse  (TDW). 

“Initially,  we  considered  using  the 
stand-alone  process  used  for  past  ac¬ 
quisitions,  but  due  to  the  number  of 
contracts  and  complexity  of  terms  and 
timing,  I  decided  to  fully  integrate  the 
TDW  contracts,”  says  Smith. 

His  attention  jumped  to  contracts 
with  looming  renewal  dates,  and  es¬ 
pecially  those  with  automatic  renewal 
terms.  With  the  starting  point  identified. 
Smith  quickly  maximized  TD  Ameri¬ 
trade’s  leverage  at  the  bargaining  table. 

“By  taking  opportunities  to  renegoti¬ 
ate  contracts  when  we  had  the  most 
flexibility,  we  put  ourselves  in  a  posi¬ 
tion  to  negotiate  on  our  own  terms,” 
he  says.  “If  we  had  simply  focused  on 
contract  end  or  renewal  dates,  these 
opportunities  would  have  passed.” 

Smith  points  to  the  telecommunica- 


officials  on  expenditures  for  fear  of 
running  afoul  of  deep-seated  taboos. 

In  other  words,  no  one  wants  to  be 
viewed  as  skeptical  of  a  system  that 
could  save  lives. 

Yet,  Ahmad  also  noticed  that  there 
isn’t  always  a  correlation  between 
money  spent  and  lives  saved.  In  fact, 
without  hard  data,  such  a  correlation 
is  virtually  impossible  to  make,  he 
argues.  “In  health  care  IT,  I  really  feel 
like  most  CIOs  don’t  ask  for  ROI  or 
question  why  an  institution  is  adopting 
a  particular  system.  Instead,  they  are 
like  a  herd  of  cows  that  start  to  move  in 
one  direction  just  because  one  or  two 
of  them  moved  there  first,”  he  says. 

Albeit  delicately,  Ahmad  was  de¬ 
termined  to  break  that  trend  when 
it  came  time  to  make  vital  decisions 


and  become  a  process  leader  for  your 
organization.”  Especially  in  a  hospital 
setting,  asking  tough  questions  can 
quickly  become  uncomfortable.  Ask 
them  anyway,  Ahmad  urges. 


CHARLES  M.  SMITH 
Director  of  technology  business  opera¬ 
tions,  TD  Ameritrade  Inc.,  Columbia,  Md. 
m  Project  at  a  glance;  When  a  major  acqui¬ 
sition  turned  two  financial  powerhouses  into 
one  gargantuan  firm,  the  IT  staff  refused  to 
simply  go  through  the  motions.  Instead  of 
mindlessly  extending  key  contracts,  technol¬ 
ogy  officials  looked  for  savings  and  negoti¬ 
ated  mightily. 

m  Signature  leadership  move;  Saw  the  big 
picture,  which  allowed  him  to  find  massive 
savings  in  small  places. 

It  was  Smith’s  first  crack  at  manag- 


tions-related  savings  that  he  helped  the 
blended  company  realize  as  a  highlight 
of  the  project. 

“My  first  target  was  telecom,  and  I 
renegotiated  the  primary  contract  for 
voice  and  data  on  the  legacy  side  to  cut 
spending  by  over  60%  with  no  reduc¬ 
tion  in  services,”  he  says. 

Smith’s  advice  to  other  IT  execu¬ 
tives  in  the  middle  of  a  major  merger: 
Don’t  settle  for,  assume  or  overlook 
anything.  Also,  when  making  big  de¬ 
cisions,  stay  close  to  other  business 
units.  “The  negotiation  of  the  terms 
and  timing  for  contract  termination 
was  largely  driven  by  the  needs  of  our 
business  counterparts,”  he  says.  ■ 
McAdams  is  a  freelance  writer  in  Vien¬ 
na,  Va.  Contact  her  at  JMTechWriter@ 
aol.com. 
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I’m  Thomas,  a  CIO.  Avaya’s  technology  builds 
on  our  existing  infrastructure,  which  saves  us 
time  and  money.  Plus,  the  system  is  scalable, 
so  it  can  expand  as  our  business  grows. 
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High-impact  systems 
upgrades  required 
both  top-notch 
leadership  skills 
and  sharp  execution 


By  Mary  K.  Pratt 


THERE’S  NO  CHECKLIST  for 
leadership.  There’s  no  sin¬ 
gle  formula  that  can  be  du¬ 
plicated  time  and  again  to 
achieve  all  of  a  business’s 
objectives.  However,  individuals  can 
learn  the  skills  and  strategies  it  takes 
to  become  a  business  leader  who  can 
successfully  juggle  many  tasks.  Here’s 
how  three  Premier  100  IT  Leaders  nav¬ 
igated  three  very  high-impact  projects. 

MICHAELS.  ISRAEL 
Senior  vice  president  of  information 
services,  Six  Flags  Inc.,  New  York 
■  Project  at  a  glance;  Six  Flags,  the  world’s 
largest  regional  theme-park  company,  set 
about  updating,  centralizing,  streamlining 
and  standardizing  the  aging,  distributed  IT 
infrastructure  used  throughout  its  offices 
and  21  theme  parks. 

H  Signature  leadership  move;  First  envi¬ 
sioned,  then  managed,  a  detailed  and  multi¬ 
phase  project  plan. 

Israel,  40,  started  at  Six  Flags  in 
April  2006  with  his  eyes  set  on  change. 
President  and  CEO  Mark  Shapiro  and 
other  senior  managers  wanted  technol- 
Continued  on  page  48 


M  After  determin¬ 
ing  what  we  had, 
I  basically  architected 
where  we  had  to  be. 

MICHAEL  S.  ISRAEL,  SENIOR  VICE  PRESIDENT 
OF  INFORMATION  SERVICES,  SIX  FLAGS  INC. 
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read  speed 

>  100MB  /  sec 

write  speed 

>  80MB  /  Sec 

active  power  consumption 

<0.5W 

system  boot  speed^ 

<  24  sec 

operating  temperature 

-25C  ~  85C 

Samsung  Solid  State  Drive 

A  new-generation  Flash  drive  available 
in  notebooks  from  leading  OEMs. 


endurance  (MTBF^)  >  over  2  million  hours 


solid  state  reliability 

Introducing  the  new  Samsung  Flash  Solid  State  Drive  (SSD). 

No  moving  parts,  except  some  hardworking  electrons.  A  mean  time 
between  failures  (MTBF)  six  times  longer  than  a  hard  drive.  Virtually 
unlimited  shock  resistance.  And  power  use  that  extends  battery  life 
up  to  20%.  With  a  Samsung  SSD  inside  your  notebook,  your  data  is 
always  there  when  you  need  it. 

www.samsungssd.com 


shock  resistance  '  ^  >  1500G  /  0.5ms 


'Mean  Time  between  Failure 

'HP  NX9420,  XP  Pro,  Core  Duo  Processor  2.0Ghz,  512MB  RAM,  ICH  7, 1945  Chipset 
©  2007  Samsung.  All  rights  reserved. 


Continued  from  page  46 
ogy  that  would  support  immediate  and 
long-range  business  objectives,  not  just 
keep  the  lights  on. 

But  Israel  says  that  as  he  took  stock, 
he  realized  that  he  had  neither  the  in¬ 
frastructure  nor  the  staff  to  reach  that 
goal.  He  discovered  that  each  park  was 
using  different  technologies  and  there 
was  no  standardization  of  the  compa¬ 
ny’s  IT  infrastructure. 

“After  determining  what  we  had,  I 
basically  architected  where  we  had  to 
be,”  he  says. 

Israel  walked  through  every  park 
to  see  how  guests  came  into  the  facili¬ 
ties,  how  they  bought  pizza,  how  they 
waited  in  line  for  rides  and  so  on,  to  get 
the  information  he  needed  to  design  a 
system  that  would  meet  business  needs 
and  goals.  He  also  hired  consultants  to 
help  assess  the  existing  infrastructure 
and  design  a  new  one. 

His  plans  called  for  centralizing  the 
company’s  IT  infrastructure  at  Six 
Flags’  main  data  center  in  Dallas  and 
standardizing  certain  technologies  and 
procedures  across  all  parks. 

Israel  attributes  the  project’s  suc¬ 
cess  to  several  fundamental  steps: 
standardizing  key  technologies  such 
as  servers,  storage  and  software;  docu¬ 
menting  details  of  the  new  system  so 
that  there’s  a  clear  record  of  every  as¬ 
set  and  how  it  integrates  with  other  as¬ 
sets;  and  re-educating  the  IT  staffers  to 
ensure  that  they  can  support  the  new 
systems  and  that  they  understand  the 
new  policies  and  procedures. 

“The  project  wouldn’t  be  a  success  if 
no  one  knows  how  to  manage  it,  how  to 
use  it,  how  to  support  it,  and  what  and 
where  the  equipment  is,”  Israel  says. 

That’s  a  tall  order,  and  Israel  says 
he  also  had  to  ensure  that  the  project 
didn’t  get  derailed  by  local  interference 
or  a  lack  of  support  from  senior  man¬ 
agers.  He  credits  good  communication 
between  his  two  project  management 
teams  and  the  various  groups  involved 
in  or  affected  by  the  upgrades. 

“It  was  constant  communication  and 
a  lot  of  airplane  rides,”  he  notes.  “It 
was  project  meetings,  conference  calls 
and  senior  staff  updates.” 

Angie  Vieira  Barocas,  Six  Flags’ 
senior  vice  president  of  entertainment 
and  marketing,  says  she  appreciates 
that  approach.  Vieira  says  she  admires 


Israel’s  ability  to  stay  focused  and  de¬ 
liver  a  product  that  helps  her  and  oth¬ 
ers  do  their  jobs  better. 

“He  has  done  a  yeoman’s  job.  We 
weren’t  in  the  21st  century  in  terms 
of  technology,  and  he  has  managed 
through  a  lot  of  challenges,”  she  says. 

Israel  notes  that  involving  stakehold¬ 
ers  from  Day  One  helped  get  the  coop¬ 
eration  necessary  to  make  this  project 
successful.  He  says  he  earned  that 
cooperation  by  explaining  the  project 
plans,  the  reasons  behind  them  and  the 
anticipated  benefits. 

With  10  facilities  done  and  work  at 
another  six  planned  for  2008  and  2009, 
Israel  says  it’s  clear  that  the  new,  con¬ 
solidated  infrastructure  is  delivering 
important  benefits,  including  financial 
savings  and  improved  availability. 

The  infrastructure  is  also  allowing 
other  business  units  to  move  forward 
by  providing  them  with  the  tools  they 
need  for  new  initiatives,  a  point  that 
aligns  with  the  CEO’s  goals,  Israel  says. 


YORK 
STATE  UNIFIED 
COURT  SYSTEM 


Ml  don’t  [look  at] 
this  like  just  a 
technical  project.  The 
whole  point  here  is  to 
understand  the  busi¬ 
ness  requirements. 


SHENG  GUO 

Chief  technology  officer.  New  York  State 
Unified  Court  System 
^  Project  at  a  glance:  The  goal  was  to  install 
multiple  Wi-Fi  access  points  in  the  state’s 
250  courthouses.  Guo  works  with  400  IT 
people  spread  out  over  62  counties  for  a  sys¬ 
tem  that  processes  approximately  400,000 
jurors  through  its  facilities  every  year. 

S  Signature  leadership  move:  Sold  upper 
management  on  a  compelling  business  case 
that  has  exceeded  expectations. 

The  New  York  State  Unified  Court 
System  had  a  pilot  Wi-Fi  project  in 


2003  in  which  an  outside  company 
provided  connectivity  for  a  fee  within 
select  buildings.  Guo,  43,  says  he  saw 
the  need  to  expand  Wi-Fi  —  but  not 
that  particular  pilot  program. 

Guo  says  he  believes  the  state  should 
provide  Wi-Fi  in  courthouses  for  free 
as  a  public  service.  If  the  state  contin¬ 
ued  to  charge  for  Wi-Fi,  he  says,  the 
initiative  to  expand  would  have  failed. 

“The  courthouse  is  our  building,  and 
we  already  have  a  wire  network  there,” 
says  Guo.  “To  expand  to  Wi-Fi  is  easy, 
so  I  made  my  case  to  my  bosses.” 

His  proposal,  made  in  2004,  set  in 
motion  a  multiyear  project  that’s  put¬ 
ting  Wi-Fi  access  points  into  the  state’s 
250  courthouses. 

Plans  called  for  installing  some 
250  access  points  every  year,  starting 
with  the  jury  assembly  rooms  in  each 
building.  Guo  says  it  was  a  top  prior¬ 
ity  to  provide  access  to  the  400,000 
jurors  who  come  through  annually 
to  perform  their  civic  duty.  “They  go 
through  a  lot  of  waiting,  so  Wi-Fi  is  a 
perfect  thing  for  them,”  Guo  explains. 

Project  plans  have  Wi-Fi  going  into 
attorney  lounges,  the  public  law  librar¬ 
ies  and  high-traffic  public  areas,  too. 

The  benefits  are  significant,  Guo 
says.  As  an  example,  he  points  out  that 
attorneys  from  the  Legal  Aid  Society, 
who  spend  substantial  hours  in  the 
courthouses,  are  now  using  laptops  to 
check  e-mail,  perform  legal  research 
and  look  up  case  information. 

As  CTO,  Guo  is  responsible  for  the 
architecture  as  well  as  for  designing, 
planning,  implementing  and  support¬ 
ing  the  Wi-Fi  network. 

He  says  his  most  significant  contri¬ 
bution  was  understanding  the  business 
case  for  this  project.  “I  don’t  [look  at] 
this  like  just  a  technical  project.  The 
whole  point  here  is  to  understand  the 
business  requirements,”  he  says. 

Aligning  the  project  with  business 
needs  helped  him  persuade  upper  man¬ 
agement  to  invest  in  the  plan  for  the  long 
term,  Guo  says.  It  also  helped  that  he 
was  able  to  show  that  jurors  and  other 
constituents  viewed  Wi-Fi  as  a  positive. 

“Each  day  when  I  thank  the  jurors 
and  ask  for  their  comments,  I  hear 
that  the  Wi-Fi  is  great,”  says  Nancy  T. 
Sunshine,  commissioner  of  jurors  for 
Kings  County. 

Continued  on  page  50 
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Your  potential.  Our  passion. 

Microsoit 


defeating  worms 
easier. 


easv. 


1.  Boil,  bubble,  toil,  and  trouble. 
Witches  are  big  with  brews.  Why  not 
make  one  of  your  own  to  use  against 
them?  Sure,  eye  of  newt  is  tough  to 
find  at  the  local  market,  but  it's 
probably  available  online. 


X*  Implement  Microsoft*  Forefront™ 
Forefront  makes  defending  your  systems  easier.  It's  a 
simple-to-use,  integrated  family  of  client,  server,  and 
edge  security  products  (such  as  ISA  Server  2006) 
that  helps  you  stay  ahead  of  your  security  threats 
more  easily  than  ever. 

For  case  studies,  free  trials,  demos,  and  all  the  latest 
moves,  visit  easyeasier.com 


2.  Melt  the  Witch. 

You've  seen  the  film  so  you  know  the  big  ending.  A  bucket  of  water, 
poured  directly  Witchward,  causes  her  to  steam,  melt,  and  dissolve  into 
a  puddle  on  the  floor.  Lure  her  to  the  watercooler  and  you're  done. 


3.  Fight  magic  with  magic 
With  a  wand  of  your  own- 
say  a  pointer — ^you  can  create 
some  magic  of  your  own. 
Before  you  know  it,  you'll  be 
tu rni ng  Witches  into  toads. 


4.  Insult  the  Witch. 

Witches,  despite  their  warty 
exteriors,  are  quite  sensitive. 
So  asking  "Hey,  Witch— is  that 
your  nose  or  a  green  banana?' 
can  be  devastating. 


5.  steal  her  broom. 

Nearly  every  Witch  has  a  magic 
broom,  and  if  you  can  get  it  away 
from  her  she's  basically  grounded. 
And,  with  a  little  practice,  you  can 
cut  your  commute  in  half. 


Continued  from  page  48 

Guo  involved  multiple  stakeholders 
as  soon  as  the  project  got  a  green  light. 
Their  input  helped  him  determine 
which  areas  should  get  Wi-Fi  access 
points  first,  he  explains. 

Guo  says  the  Wi-Fi  initiative  aligned 
with  the  court  system’s  goal  of  provid¬ 
ing  equal  service  throughout  the  orga¬ 
nization,  which  contributed  to  its  suc¬ 
cess.  Involving  local  workers,  such  as 
building  and  IT  managers,  to  get  their 
buy-in  and  their  help  in  navigating  the 
court  buildings  —  some  of  which  are 
historic  —  was  another  factor  in  the 
project’s  success. 

Moreover,  Guo  says  he  also  under¬ 
stood  how  the  Wi-Fi  initiative  could 
support  multiple  applications  and 


When  Vose,  41,  took  over  Chicago 
Tribune  Interactive’s  ad  operations 
team  in  2005,  he  got  a  firsthand  look 
at  the  limitations  of  the  ad-serving 
system  used  by  the  sales  and  ad  op¬ 
erations  departments.  He  proposed 
upgrading  the  system,  starting  the 
project  in  early  2006  and  delivering 
the  new  system  six  months  later. 

Vose  says  he  developed  “an  extreme¬ 
ly  detailed  project  plan  to  make  sure 
nothing  was  left  to  interpretation  and 
that  no  critical  tasks  were  overlooked.” 

To  do  that,  he  picked  team  members 
who  were  subject-matter  experts,  and 
he  involved  stakeholders  from  the  start 
so  that  all  issues  could  be  addressed 
early  in  the  process. 

The  goal  was  to  have  a  system  with 


entry,  rather  than  asking  salespeople 
to  re-enter  needed  information  on  top 
of  their  existing  duties.  Vose’s  IT  team 
also  wrote  a  program  to  compare  raw 
data  to  the  new  entries  nightly  to  en¬ 
sure  accuracy. 

Another  factor  in  the  project’s  suc¬ 
cess  was  getting  senior  management 
support  and  fostering  buy-in  among 
team  members.  Vose  says  he  gave 
people  a  voice  in  the  project,  which 
“provided  them  with  a  better  sense  of 
ownership.” 

The  decision  to  make  additional 
technology  improvements  that  em¬ 
powered  the  sales  team,  rather  than 
just  converting  to  a  new  ad-serving 
system,  also  helped  ensure  success, 
Vose  adds.  That  created  efficiencies  in 


faced  and 


was  being  pa^ed  idrd 


JEFfREY  R.  VOSE,  PRODUCTION  SYSTEMS  DIRECTOR.  CHICAGpTRIBUNE  INTERACTIVE 


future  goals.  For  instance,  court  of¬ 
ficers  in  some  buildings  couldn’t  use 
radio  communications  because  of  fre¬ 
quency  interference  with  the  systems 
of  public-safety  agencies.  So  Guo  blan¬ 
keted  those  buildings  with  Wi-Fi  and 
gave  voice-over-wireless-LAN  phones 
to  the  court  officers. 

Guo’s  team  had  installed  more  than 
700  access  points  by  the  end  of  Septem¬ 
ber.  Guo  plans  to  continue  adding  ac¬ 
cess  points  in  the  years  ahead  to  expand 
service  so  that  all  constituents  who  use 
the  court  buildings  can  use  Wi-Fi.  Ap¬ 
proximately  1,000  people  use  the  Wi-Fi 
system  daily,  and  Guo  expects  that  num¬ 
ber  to  double  in  the  coming  months. 


JEFFREY  e.  VOSE 

Production  systems  director, 

Chicago  Tribune  Interactive 
if  Project  at  a  glance;  The  project  entailed 
replacing  an  existing  ad-serving  system 
used  to  take  orders  as  well  as  to  schedule, 
queue  and  launch  ads  -  with  only  about  six 
months  to  finish  the  task. 

Ml  Signature  leadership  move;  Assembled 
stakeholders  and  contributors  to  nail  the 
specifics. 


the  functions  and  features  needed  for 
the  sales  and  ad  operations  depart¬ 
ments  to  work  more  efficiently  while 
delivering  more  to  their  clients  —  the 
advertisers  themselves,  Vose  says.  The 
system  —  enterprise-class  Dart  for 
Publishers,  which  is  hosted  software 
from  Doubleclick  Inc.  —  does  that 
by  supporting  improved  accuracy  in 
delivery  and  expanded  reporting  capa¬ 
bilities,  for  example. 

There’s  no  question  that  the  project 
was  a  large  undertaking,  and  Vose  says 
that  one  of  the  biggest  concerns  was 
messing  up  orders  already  in  the  system 
during  the  migration  to  the  new  one. 

He  says  careful  planning  prevented 
that.  “It  was  understanding  how  the 
systems  interfaced  and  making  sure 
the  correct  information  was  being 
passed  across,”  he  says,  adding  that  his 
project  team  modified  the  existing  or¬ 
der  entry  system  to  accommodate  the 
migration  to  the  new  one. 

Vose  says  one  of  the  top  three  fac¬ 
tors  for  the  project’s  success  was  mak¬ 
ing  sure  orders  were  entered  accurate¬ 
ly;  he  hired  an  accounting  agency  to 
provide  temporary  workers  to  do  data 


the  process  that  “save  a  ton  of  time  in 
the  overall  process.” 

Vose  also  credits  his  connection 
to  his  counterparts  in  other  business 
units.  Working  with  the  salespeople 
from  the  start  to  understand  their  needs 
helped  him  win  project  approval  from 
senior  management  and  made  it  easier 
to  select  the  right  vendor,  he  says. 

Moreover,  Vose’s  connection  to 
other  departments  didn’t  wane  as  the 
project  progressed.  He  sent  out  weekly 
e-mail  updates  to  about  75  stakehold¬ 
ers,  a  process  that  prompted  open  dia¬ 
logue  that  generated  ideas  on  how  to 
deliver  the  strongest  product  possible. 

The  end  result,  Vose  says,  is  an  ad- 
serving  system  that  supports  senior 
management’s  goals  for  aggressive 
revenue  growth  and  new  advertising 
opportunities. 

“It’s  allowed  us  to  manage  our 
campaigns  more  effectively  than  in 
the  past,”  says  Joe  Farrell,  director  of 
advertising  sales  for  Chicago  Tribune 
Interactive.  ■ 

Pratt  is  a  Computerworld  contributing 
writer  in  Waltham,  Mass.  Contact  her  at 
marykpratt@verizon.net. 
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IT  organizations  have  always  counted  on  the  performance  and  reliability  of  Fujitsu  PRIMERGY  servers. 
Thanks  to  Cool-Safe  technology,  they  can  count  on  lower  utility  bills  and  a  smaller  carbon  footprint, 
too.  Even  cooler,  our  new  PRIMERGY  TX120  tower  server  for  small  businesses  and  SOHOs  is  the 
smallest,  quietest,  most  energy-efficient  tower  server  on  earth.  And  you  don’t  even  need  an  on-site  IT 
staff  because  Fujitsu  PRIMERGY  servers  include  PRIMERGY  Server  View  Remote  Management 
software,  which  gives  outside  consultants  or  IT  staff  at  headquarters  all  the  secure  remote  access  they 
need.  How  cool  is  that?  To  find  out,  go  to  http://us.fujitsu.com/computers/PRIMERGY. 


HIGH  ENERGY-EFFICIENCY. 


COOL-SAFE  TECHNOLOGY 
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See  us  at 
Computerworld's 
Premier  100  IT  Leaders 
Conference 


FujiTSU 


/A  Fujitsu  PRIMERGY  TX120  tower  seiver  with  a  Dual-Core  InteP  Xeon*’ 
UP  processor  uses  up  to  40  percent  less  power  than  previous  towers. 


Py.SOO  S3  P.arM  Sar/er 


Bigger  fans  and  independent  air  tunnels  irrtprove  airflow,  so 
Fujitsu  PRIMERGY serveis  can  run  faster,  cooler,  and  quieter. 


BX620  S4  BPde  Seiveis 


lower  Server 


fw/er  Server 
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iUHV 


HEN  IT  COMES  tO 
leaders,  no  two  are 
alike.  But  while 
there  are  distinct 
leadership  styles, 
there  are  also  common  traits  among 
those  who  influence. 

An  ability  to  listen  well,  create  or 
capture  a  vision,  and  be  creative  and 
open-minded  while  staying  on  task 
are  just  a  few.  These  three  Premier  100 
honorees  oversaw  long-term,  multi¬ 
stage  projects  that  put  their  core  lead¬ 
ership  qualities  to  the  test. 


\m  S.  PATTEISOH 
CEO,  Scottrade  Enc.,  St.  Louis 
Frojsct  at  a  glance:  The  online  invest¬ 
ment  company  built  a  34,000-square-foot 


The  bigger  the 
project,  the  bigger 
the  risk/TheselT 
leadfers  kept  up^with 
multiple  stal«mblders 
and  deadlines. 

By  Thomas  Hoffman 


data  center  to  help  support  annual  double¬ 
digit  increases  in  daily  trading  volume  along 
with  an  exponential  increase  in  the  amount 
of  so-called  market  traffic  that  it  receives 
from  financial  data  providers  such  as 
Bloomberg  LP  and  Reuters  Group  PLC. 

M  Signature  leadership  move:  Kept  up  team 
morale  by  regularly  communicating  his  sup¬ 
port  and  appreciation. 

Before  Scottrade  broke  ground  on 
a  $25  million  data  center  last  year,  the 
company  hired  a  project  manager  to 
oversee  its  biggest  project  ever  and 
make  sure  all  the  deadlines  were  met. 

With  the  necessary  personnel  in 
place,  Patterson,  46,  focused  on  other 
aspects  of  the  project.  For  example,  he 
made  sure  that  vendors  such  as  Cisco 

Continued  on  page  54 
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PHOTO  BY  SCOTT  FERGUSON 


With  Teradata  Corporation, 
you  can  expect  great  things. 


But  then,  that's  nothing  new. 


We've  provided  market-leading  data  warehousing 
and  analytic  technologies  for  years.  And  now,  as  an 
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Systems  Inc.  understood  the  business 
context  of  the  company’s  escalating  net¬ 
work  capacity  requirements  before  de¬ 
signing  a  new  network  infrastructure. 

Online  brokerages  such  as  Scot- 
trade  often  handle  10%  to  20%  of 
their  daily  trading  volume  right  after 
the  opening  bell.  “When  the  market 
opens,  we  can  just  get  slammed,”  says 
Patterson. 

The  pace  of  trading  can  remain  fre¬ 
netic  throughout  the  course  of  a  day 
when  the  market  is  experiencing  the 
kinds  of  gyrations  it  has  undergone  re¬ 
cently.  Scottrade  has  seen  a  27%  year- 
over-year  increase  in  daily  stock  trades, 
from  about  170,000  to  190,000  daily 
trades  in  2006  to  between  230,000  and 
260,000  trades  per  day  this  year. 

Meanwhile,  market  data  provided  by 
firms  such  as  Bloomberg  and  Reuters 
has  surged  from  a  high  of  about  4,200 
stock  quotes  per  second  on  a  typical 
day  in  the  summer  of  2006  to  31,000 
quotes  per  second  in  July  2007,  says 
Patterson. 

“This  was  not  just  a  data  center 
move,  but  building  the  [IT]  architec¬ 
ture  for  the  growth  we  see  in  the  fu¬ 
ture,”  he  explains. 

So  three  months  before  Scottrade 
began  designing  the  data  center,  Pat¬ 
terson  brought  in  a  group  of  Cisco 
engineers  and  allowed  them  to  dig  into 
its  existing  network  “to  understand 
our  peaks  and  valleys”  of  data  traffic, 
he  says. 

Once  the  new  network  was  built, 
Patterson  brought  in  other  firms  to 
stress-test  it  for  six  weeks  before  light¬ 
ing  it  up.  “What  we  did  was  test,  test 
and  test,”  says  Patterson. 

For  an  online  brokerage  like  Scot- 
trade,  which  also  boasts  311  branch 
offices,  gathering  data  and  managing 
and  executing  trades  is  a  business  that 
requires  a  state-of-the-art  data  center 
where  downtime  isn’t  an  option. 

In  light  of  that,  Patterson  believes 
his  greatest  contribution  to  the  12- 
month  project  was  communicating 
each  person’s  role  and  reminding  them 
how  much  their  contributions  were 
appreciated. 

“IT  is  a  Rodney  Dangerfield-type 
job,”  says  Patterson,  who  left  a  consult¬ 
ing  role  at  Deloitte  &  Touche  LLP  to 
become  Scottrade’s  CIO  in  July  2005. 


“It  was  really  about  letting  everyone 
feel  and  understand  that  I  was  there” 
to  support  them,  he  adds. 

To  ensure  that  the  transition  be¬ 
tween  data  centers  didn’t  affect  cus¬ 
tomers,  Patterson  and  his  team  worked 
closely  with  AT&T  Inc.  and  Verizon 
Communications  Inc.  to  set  up  10  Giga¬ 
bit  Ethernet  pipes  spanning  the  eight 
miles  between  the  two  data  centers. 

That  kind  of  contingency  planning 
paid  off.  Scottrade  works  with  about 
20  “market  makers”  —  broker-dealer 
firms  that  hold  shares  of  a  given  secu¬ 
rity  in  order  to  facilitate  trades.  Each  of 
them  owns  and  runs  its  own  data  lines 
into  the  online  brokerage.  When  Scot- 
trade  was  ready  to  go  live  with  the  new 
data  center  in  May,  some  of  the  market 
makers  didn’t  have  their  communica¬ 
tions  lines  ready.  “So  we  used  those  re¬ 
dundant  lines  to  transfer  their  traffic,” 
explains  Patterson. 

The  new  data  center  is  “essential”  to 
Scottrade’s  capacity  to  offer  new  prod¬ 
ucts  and  services,  says  President  and 
CEO  Rodger  Riney,  who  sponsored  the 
project. 

Patterson’s  ability  “to  motivate  and 
lead  our  IT  staff,”  he  says,  “has  been 
key  to  the  successful  completion  and 
integration”  of  the  new  data  center. 


OWiGHT  0. 
SMITH,  SENIOR 
VICE  PRESIDENT 
OF  INFORMATION 
RESOURCES, 
MARRIOTT 
VACATION  CLUB 
INTERNATIONAL 


;  J  We  demonstrated 
V  Mo  people  that 
this  wouldn’t  be  the 
‘be-all,  end-air  system. 
We’d  learn  from  the 
market  and  then  add 
functionality  [later]. 


DWIGHT  D.  SMITH 

Senior  vice  president  of  information 
resources,  Marriott  Vacation  Club 
International,  Orlando 
m  Project  at  a  glance:  Marriott  Vacation 
Club  International’s  IT  organization  moved 


quickly  to  identify,  select  and  implement 
a  points-based  reservation  system  to  help 
support  a  business  decision  to  rapidly  ex¬ 
pand  MVCI’s  presence  in  the  Asia-Pacific 
time-share  market. 

m  Signature  leadership  move:  Played  the 
diplomat  to  ensure  that  all  voices  were  heard 
in  the  priority-setting  process. 

In  late  2005,  when  Smith,  46,  became 
involved  in  a  fast-track  project  to  sup¬ 
port  MVCI’s  expansion  plans  in  the 
Asia-Pacific  region,  his  biggest  respon¬ 
sibilities  were  centered  around  balanc¬ 
ing  the  priorities  of  key  stakeholders. 

“The  challenge  was  to  make  sure 
that  everyone’s  criteria  for  success  was 
going  to  be  addressed,”  says  Smith. 

That  meant  harmonizing  the  needs 
of  key  stakeholders,  such  as  the  busi¬ 
ness  executive  responsible  for  MVCI’s 
resort  management  activities.  Eor 
Smith,  it  also  meant  determining 
which  features  were  essential  for  the 
reservation  system  for  the  short  term 
while  limiting  the  level  of  customiza¬ 
tion  done  so  that  the  system  could  be 
implemented  fast. 

“We  had  to  get  to  market  quickly,” 
says  Smith.  “We  demonstrated  to 
people  that  this  wouldn’t  be  the  ‘be-all, 
end-air  system.  We’d  learn  from  the 
market  and  then  add  functionality” 
later,  he  says. 

To  identify  and  balance  varying 
priorities  from  different  constituents, 
Smith  met  early  and  often  with  a  mix 
of  business  unit  and  business  process 
leaders. 

“The  biggest  thing  that  I  needed 
to  do  in  the  beginning  was  make 
sure  what  ‘success’  was  for  [the  Asia- 
Pacific  business  team  and  the  business 
process  owners]  and  create  a  bridge 
between  what  I  was  seeing  going  on 
in  the  market  and  what  was  going  on 
internally  at  MVCI,”  says  Smith,  a  20- 
year  Marriott  veteran.  That  process  in¬ 
cluded  promoting  the  needs  of  MVCI’s 
IT  organization,  he  adds. 

It  also  required  diplomacy  to  ensure 
that  those  priorities  were,  in  fact,  bal¬ 
anced.  The  project  “could  have  easily 
gone  off  track  if  any  one  group  became 
the  dominant  voice,”  says  Smith. 

Eor  example,  he  made  sure  that  the 
software  vendor  MVCI  selected  didn’t 
meet  or  speak  solely  with  executives 
from  its  Asia-Pacific  business  unit  and 
Continued  on  page  56 
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disregard  the  needs  of  the  company’s 
business  process  owners  when  design¬ 
ing  the  system. 

Smith  also  played  a  central  role 
in  making  sure  that  all  of  the  key 
stakeholders  were  involved  in  the 
governance  of  the  project.  It  required 
those  players  to  study  the  market  to 
determine  which  features  would  need 
to  be  added  to  the  system  during  the 
first  few  years  after  its  implementation 
and  mapping  that  against  available 
funding. 

Smith’s  role  in  the  effort  has  earned 
him  praise  from  his  boss.  “Within  an 
aggressive  time  frame,  Dwight  led  a 
highly  collaborative,  cross-functional 


grade  the  existing  frame-relay  network 
infrastructure  would  have  to  com¬ 
pete  for  funding  with  other  projects 
throughout  the  company.  And  unlike 
the  types  of  IT  projects  that  would 
have  a  more  visible  impact  on  the  busi¬ 
ness,  a  network  upgrade  didn’t  carry  a 
clearly  quantifiable  return  on  invest¬ 
ment,  notes  Butler. 

“So  I  worked  with  business  coun¬ 
terparts  in  dissecting  their  needs  and 
worked  through  the  organization  po¬ 
litically,”  says  Butler.  “It  came  down  to 
finding  people  in  the  organization  with 
a  voice.” 

For  instance,  Butler  discovered  that 
Accor’s  training  department  was  in 
need  of  additional  network  bandwidth 


Accor  also  wanted  to  increase  its 
network  bandwidth  to  support  new 
customer  relationship  management 
and  point-of-sale  applications  that  are 
currently  being  added.  For  instance, 
Accor  is  beta-testing  property  manage¬ 
ment  systems  that  will  be  rolled  out  to 
100  Motel  6  locations  by  the  end  of  this 
year,  says  Butler. 

Around  the  same  time  it  was  up¬ 
grading  its  network,  Accor  was  work¬ 
ing  on  a  separate  project  to  encrypt 
customers’  credit  and  debit  card  trans¬ 
actions  as  required  by  the  Payment 
Card  Industry  (PCI)  Data  Security 
Standard. 

Accor’s  CEO  regarded  the  PCI  ef¬ 
fort  as  an  organizational  priority.  And 
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I  M.  BUTLER,  VICE  PRESIDENT  OF  IT,  TELECOMMUNICATIONS  AND  SUPPORT 

' . 


business  team  in  implementing  the 
technology  required  to  enable  a  suc¬ 
cessful  launch,”  says  MVCI  President 
Steve  Weisz. 

Although  MVCI  is  still  getting  to 
know  the  Asia-Pacific  time-share 
market.  Smith  says  he’s  upbeat  about 
its  accomplishments  thus  far.  “We  feel 
pretty  good  about  it,”  he  says.  “We’ve 
been  able  to  achieve  our  plan.” 


ADRIAN  BUTLER 
Vice  president  of  IT,  telecommunica¬ 
tions  and  support  services,  Accor  North 
America,  Carrollton,  Texas 
^  Proiect  at  a  glance;  The  hotel  operator 
expanded  network  bandwidth  and  made 
other  technology  enhancements,  such  as 
adding  Wi-Fi  for  its  Motel  6  brand, 
n  Signature  leader^ip  move:  Marshaled 
support  for  a  network  upgrade  by  identifying 
key  business-unit  leaders. 

Butler,  37,  knew  that  the  aging 
frame-relay  network  that  had  been 
supporting  Accor  North  America’s 
Motel  6  business  “wasn’t  fitting  the  bill 
anymore,”  as  he  puts  it. 

Problem  was,  any  proposal  to  up- 


to  support  its  use  of  e-learning  tools. 
Through  his  legwork,  he  found  that 
other  business  divisions  also  required 
additional  network  capacity.  So  he 
worked  with  leaders  from  those  de¬ 
partments  to  solicit  their  support  and 
began  communicating  those  require¬ 
ments  to  the  company’s  top  executives. 

Butler’s  efforts  included  determining 
what  changes  Accor  needed  to  make  to 
its  network  infrastructure  to  support 
its  expanding  business  and  operational 
requirements.  He  did  this  in  large  part 
by  listening  to  business  advocates,  Ac¬ 
cor’s  technical  teams  and  other  people 
throughout  the  organization. 

To  devise  a  new  network  strategy, 
Butler  put  a  lot  of  energy  into  educat¬ 
ing  business  executives  and  key  stake¬ 
holders  on  the  need  for  a  new  network 
infrastructure  —  in  terms  they  could 
understand. 

“I  spent  a  lot  of  time  at  the  begin¬ 
ning  to  make  them  comfortable  with 
the  language,”  he  says.  That  included 
avoiding  technical  jargon  and  clearly 
explaining  the  benefits  that  a  network 
upgrade  could  deliver. 


since  Butler’s  project  team  was  able 
to  deliver  encryption  capabilities  over 
the  new  network,  the  PCI  effort,  which 
earlier  this  year  was  named  a  winner 
in  Computerworld’s  Honors  Program, 
would  be  a  side  benefit  of  the  network 
upgrade. 

It  took  Butler  a  few  months,  but  he 
eventually  rounded  up  the  support  he 
needed  in  October  2006. 

It  certainly  helped  that  he  was  able 
to  gain  buy-in  from  senior  manage¬ 
ment,  starting  with  his  own  boss, 
Accor  North  America  Executive  Vice 
President  and  CIO  Jeff  Winslow.  “My 
boss  was  instrumental  in  being  a 
sounding  board,”  says  Butler. 

“Adrian’s  strategic  and  technical 
leadership,  vision  and  ability  to  align 
business  objectives  with  IT  strategy 
are  keys  to  the  success  of  this  project 
and  our  organization,”  says  Jim  Amo- 
rosia,  president  and  chief  operating 
officer  of  Motel  6. 

“[The  project]  maps  directly  back  to 
our  customers’  perspective,”  says  But¬ 
ler.  “[So]  when  they  come  to  Motel  6, 
their  data  is  going  to  be  safeguarded.”  ■ 
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SWISS  SEES  RELIABILITY  SOAR  WITH 
WINDOWS  SERVER,  CHECKS  RED  HAT  AT  GATE 

Global  Airline’s  Migration 
Yields  99.95%  Reliability 


S/Ssigif?; 

Tom  Nagy  for  The  Highly  Retiahle  Times 

THE  SWISS  INTERNATIONAL  AIR  LINES  hub, 
located  in  Zurich,  Switzerland. 


“Windows  Server  has  given 
usthereUabilitytogrow 
our  online  services  and 
differenticdeburselves  from 
the'competitidit.Wtth  Linux, 
wedidtt’tgeimmabUity 
orflexihility  we  needed  ”  ^ 

-Frank Meyer,  CIO.  SWISS 


By  MICHAEL  BETTENDORF 


ZURICH— Swiss  Inter¬ 
national  Air  Lines  (swiss), 
Switzerland’s  national  air¬ 
line,  serves  70  destinations 
around  the  world  with  6,300 
employees  in  105  branch 
offices.  Today,  14%  of  Swiss’s 
total  ticket  sales  are  processed 
through  its  online  flight  booking 
system  at  Swiss.com,  with  vol¬ 
ume  i  ncrcasing  by  30%  per  year. 
24x7  operations  are  critical  for 
this  site  because  of  its  impor¬ 
tance  to  the  airline’s  business, 
but  the  original  Red  Hat  Linux- 
based  booking  system  was  not 
meeting  Swiss’s  requirements. 
So  the  airline  began  its  search 
for  a  more  reliable  platform. 

Reliability  also  drives 
market  perception  in  the  air¬ 
line  industry,  according  to 
SWISS  CIO  Frank  Meyer.  “In 
our  business,  having  a  plane 
in  the  maintenance  hangar  is 
not  good  for  our  image.  It  is  the 
same  for  our  online  service — 
people  expect  it  to  be  up  and 


running,”  says  Meyer. 

After  an  intensive  eval¬ 
uation,  Meyer  and  his  team 
chose  Windows  Server®  2003 
and  .NET.  Since  migrating 
the  online  booking  system  to 
Windows  Server,  swiss  has 
seen  reliability  ri.se  to  99.95%. 
In  addition,  while  the  previous 
Red  Hat  Linux-based  system 
could  only  handle  250  concur¬ 
rent  users,  the  new  system  can 
now  handle  significantly  more 
traffic  than  that.  Meyer  is  con¬ 
fident  about  the  effect  of  these 
changes;  “Moving  uptime  to 
99.95%  while  increasing  per¬ 
formance  to  handle  a  greater 
number  of  users  enables  our 
team  to  easily  handle  the  30% 
growth  we  are  seeing  in  our 
online  sales.” 

For  the  full  swiss  story, 
plus  other  case  studies  and 
independent  research  findings 
on  the  reliability  of  Windows 
Server  versus  Linux,  visit 
microsoft.com/reliable 


STUDY:  Side  effects  of  reliability  can 
include  smiling,  calmness 

A  study  released  today  shows  significant  mood  improvement  in 
IT  executives  such  as  Frank  Meyer  (left)  when  they  experience 
Windows  Server  reliability,  -  Continued  on  J'age  BS 


Outside  the  corporate 
world,  the  nonprofit 
arena  tests  the  deter¬ 
mination  and  diplo- 


CLARENCE  D.  WHITE, 

CIO.  IT  SECRETARY,  THE  SALVATION  ARMY. 
WESTERN  TERRITORY 

MIt  moved  from 
being  a  tool 
to  help  the  process 
-  what  [users]  asked 
for  -  to  an  opportu¬ 
nity  to  allow  technol¬ 
ogy  to  have  an  impact 
on  our  business  and 
ministry. 

CLARENCE  D.  WHITE 

CIO,  IT  secretary.  The  Salvation  Army, 

Western  Territory,  Long  Beach,  Calif. 

■  Project  at  a  glance:  Development  of 
Ministry  Snapshot,  an  enterprise  report¬ 
ing  and  performance-analysis  system  that 
applies  complex  algorithms  to  present  the 
“efficiency”  of  each  local  operation  in  simple 
graphical  scorecards.  It  not  only  saves  much 
manual  labor  for  reporting,  but  also  offers 
insights  that  weren’t  possible  before. 

■  Signature  leadership  move:  Seized  an 
opportunity  to  turn  a  technology  hx  into  a 
bigger  piece  of  the  business  strategy. 

In  2003,  The  Salvation  Army’s  West¬ 
ern  Territory,  which  includes  13  states, 
had  so  many  system  silos,  it  looked  like 
an  aerial  photograph  of  Nebraska. 

“It  was  statistical  information  that 
we  had  collected  for  years,  on  hundreds 
of  categories  that  we  religiously  asked 
people  to  submit  every  month  —  how 
many  people  have  showed  up  for  meet¬ 
ings,  how  many  food  boxes  prepared, 
how  many  beds  available  and  so  on,” 
says  White.  “We  have  been  collecting 
that  information  for  decades.” 

Not  only  that,  but  much  of  the  ad¬ 
ministrative  work  at  250  local  “corps” 
involved  drawing  information  from 
those  systems  and  compiling  it  into 
reports  manually,  a  huge  clerical  effort 
every  year. 

Finally,  although  those  unconnected  o 
data  stores  held  huge  amounts  of  in-  g 
formation  collected  over  decades,  it  ^ 
wasn’t  feasible  to  combine  and  report  > 
the  information  in  ways  that  might  2 

Continued  on  page  60  J 


ORPORATE  IT  managers  are 
typically  part  of  clear  hier¬ 
archies,  and  their  projects 
often  have  a  single  customer 
—  the  vice  president  of 
sales,  say.  But  at  nonprofit  and  public- 
sector  organizations,  IT  is  apt  to  serve 
diverse  constituencies  that  are  gov¬ 
erned  by  consensus,  not  by  fiat.  Three 
Premier  iOO  honorees  show  that  success 
in  these  arenas  requires  a  deft  touch. 
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cient  Enterprise: 
more  power,  more  control,  more  profits 


CAPACITY  MANAGEMENT 


THERMAL  GUARANTEE 

AGAINST  HARDWARE  DAMAGE  TO  YOUR  SYSTEM 


WORLD'S  ONLY 
THERMAL  GUARANTEE 


Can  your  legacy  system  say  the  same? 

Your  service  panel  limits  the  amount  of  power 
available.  Your  budget  limits  the  amount  of  money. 
You  have  to  stretch  every  bit  of  both  as  far  as  you 
can.  What  you  need  is  the  ARC  Efficient  Enterprise™ 


The  ARC  solution  offers  modular  scalability  so  that  you 
pay  only  for  what  you  use;  capacity  management 
so  that  you  know  where  to  put  your  next  server;  and 
dedicated  in-row  and  heat-containment  systems  that 
improve  cooling  and  thermal  predictability. 

An  Efficient  Enterprise  earns  you  money  through 
the  pre-planned  elimination  of  waste.  For  example, 
simply  by  switching  from  room-  to  row-oriented 
cooling,  you  will  save,  on  average,  35%  of  your 
electrical  costs. 

Our  system  reimburses  you 

Whether  you're  building  a  new  data  center  or 
analyzing  the  efficiency  of  existing  systems,  your  first 
step  is  knowing  where  you  stand.  Take  the  online 
Enterprise  Efficiency  Audit  to  see  how  you  can  reap 
the  benefits  of  a  smart,  integrated,  efficient  system: 
more  power,  more  control,  more  profits. 
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Efficiency™ 
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How  efficient  is  your 
enterprise  system? 

See  exactly  where  you  stand — take  our 
online  Enterprise  Efficiency  Audit  today! 


Legendary  Reliability® 
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have  helped  The  Salvation  Army  un¬ 
derstand  and  improve  its  operations.  It 
was  gold  to  be  mined,  says  White,  44. 

The  databases  hold  information 
about  financial  data,  the  people  and 
the  physical  assets  for  each  corps,  plus 
performance  statistics  in  a  hundred 
or  so  categories,  such  as  local  meeting 
attendance.  The  original  request  from 
local  users  was  to  automate  the  pro¬ 
duction  of  annual  reports  that  drew  on 
this  data.  White  says. 

“That  spawned  an  idea  for  us.  I  said. 
We  can  develop  a  snapshot  that  gives 
you,  in  real  time,  the  performance  data 
that  you  have  been  gathering  manu¬ 
ally  and  display  it  on  a  Web  site.’  ” 
says  White.  “Then  we  took  it  one  step 
forward  and  said,  ‘Now  that  we  have 
that  information  in  a  snapshot,  we  can 
create  measures,  ratios  and  scorecards 
and  display  them  in  the  same  snap¬ 
shot.’  It  moved  from  being  a  tool  to 
help  the  process  —  what  [users]  asked 
for  —  to  an  opportunity  to  allow  tech¬ 
nology  to  have  an  impact  on  our  busi¬ 
ness  and  ministry.” 

The  result  was  the  Ministry  Snap¬ 
shot,  an  application  that  draws  data 
from  a  number  of  sources  and  applies 
statistical  methods,  weighting  and 
scoring  algorithms  to  produce  summa¬ 
ry  measures  of  the  operating  efficiency 
of  each  corps  in  graphical  form.  First 
deployed  in  2005,  the  application  has 
since  undergone  several  updates. 

Because  it  wasn’t  obvious  how  hun¬ 
dreds  of  factors  could  be  combined  to 
show  efficiency  —  indeed,  how  “ef¬ 
ficiency”  should  be  defined  —  the  devel¬ 
opment  process  was  necessarily  an  it¬ 
erative  one,  says  White,  who  describes 
himself  as  the  “visionary”  for  the  proj¬ 
ect  but  not  the  project  manager. 

“As  we  saw  something  work,  it  al¬ 
ways  raised  the  question,  ‘It  would  be 
nice  if . . .’  Users  had  lots  of  great  ideas 
for  things  they  wanted  to  measure,  and 
we  did  quite  a  number  of  iterations. 

In  a  traditional  software  development 
project,  you  might  call  that  ‘creeping 
featurism.’  But  it  was  our  deliberate 
methodology,”  White  explains. 

Another  challenge  was  to  make  the 
performance  displays  acceptable  to  the 
people  whose  operations  were  being 
viewed.  “Even  if  all  our  units  are  per¬ 
forming  terrifically,  when  we  compare 


them  against  one  another,  some  that 
are  performing  well  are  still  going  to 
end  up  in  that  ‘undesirable’  quadrant,” 
White  says.  “That  created  quite  a  risk 
for  this  project,  and  it  still  does. 

“Our  culture  is  built  on  seeing  poten¬ 
tial  in  people  and  trying  to  identify  the 
best  in  them.  It’s  countercultural  for  us 
to  put  people  in  a  negative  quadrant.” 

His  solution  was  to  carefully  posi¬ 
tion  the  Ministry  Snapshot  in  a  non¬ 
threatening  way.  “We  continuously 
remind  people  that  this  is  not  a  report 
card,”  White  says.  “It’s  a  business  tool 
to  help  us  know  where  to  focus,  to 
know  where  your  time  is  best  spent.” 

“Clarence  White  really  caught  the 
vision  of  capturing  all  our  data  streams 
and  providing  a  visual  tool  for  display¬ 
ing  the  results,”  says  Martin  Hunt, 
assistant  territorial  program  secretary. 
“The  Ministry  Snapshot  is  a  fantastic 
tool  for  senior  leadership  and  the  local 
Salvation  Army  leader.” 


We  didn’t  make 
people  hit  every 
single  milestone,  but 
we  did  hold  them 
publicly  accountable 
for  what  they  said 
they  were  going  to  do 


MICHAEL  H.  HITES 

CIO  and  vice  president  for  planning 

and  IT,  New  Mexico  State  University, 

Las  Cruces 

H  Project  at  a  glance;  Rollout  of  a  com¬ 
prehensive  ERP  system  for  students,  faculty 
and  administration  at  NMSU,  which  has  13 
research  and  science  centers  and  27,000 
students.  The  system  encompasses  nearly  all 
the  major  business  functions  of  the  university, 
such  as  accounting,  student  aid  and  payroll. 
m  Signature  leadership  move:  Took  the 
lead  as  project  champion,  with  zero  toler¬ 


ance  for  scope  creep. 

“Typically,  you  wouldn’t  go  down 
all  these  roads  at  the  same  time,”  says 
Hites,  39. 

That’s  something  of  an  understate¬ 
ment.  Hites  and  his  colleagues  rolled 
out  SunGard  Higher  Education’s  Ban¬ 
ner  ERP  software  for  student  data, 
finance  and  accounting,  financial  aid, 
human  resources  and  payroll,  and 
alumni  and  development  —  virtually 
all  key  business  functions  of  the  uni¬ 
versity  —  in  one  megaproject  for  35,000 
students,  faculty  and  administrators. 

At  the  same  time,  it  installed  several 
other  systems,  including  e-mail  and  a 
Web  portal  for  students.  The  project 
kicked  off  in  October  2003,  and  the  last 
module  went  live  this  past  February. 

Hites  says  the  ERP  rollout  cost  just 
$15  million,  about  one  quarter  of  the 
cost  of  a  similar  system  going  in  at  a 
comparable  university  in  the  region. 

“Getting  it  done”  was  his  greatest 
contribution  to  the  project,  he  says. 
“We  had  a  long  history  of  finishing 
projects  almost  all  the  way.” 

Hites  cites  several  reasons  for  the 
success  of  the  huge  project.  “We  had 
universal  buy-in  throughout  the  uni¬ 
versity  before  we  started,”  he  says. 
“And  we  empowered  the  functional 
units  to  manage  their  own  portions 
of  the  project.  For  example,  it  was 
not  thought  of  as  an  IT  project  in  the 
financial  aid  office  or  an  IT  project  in 
the  registrar’s  office.” 

Another  success  factor  was  that  the 
multidepartmental  steering  committee 
overseeing  the  project,  which  Hites 
chaired,  took  a  tough  stance  on  scope 
creep.  “We  had  a  strict  adherence  to  a 
vanilla  Banner,”  he  says. 

The  university’s  president  played  a 
key  role  in  keeping  the  SunGard  Ban¬ 
ner  software  “vanilla,”  or  unmodified. 
He  gave  the  20-person  ERP  Steering 
Committee  unprecedented  power  to 
make  policy  decisions  that  might  have 
required  many  months  of  deliberation 
by  the  faculty  senate,  employee  organi¬ 
zations  and  others  groups. 

“I  was  able  to  convince  the  president 
that  if  he  would  help  us  in  this  way, 
we  could  stay  on  budget  and  on  time,” 
Hites  says. 

For  example,  the  committee  was 
able  to  quickly  make  a  major  change 

Continued  on  page  62 
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to  payroll  that  reduced  what  had  been 
multiple  pay  cycles,  such  as  biweekly, 
semimonthly  and  monthly,  to  one  stan¬ 
dard  schedule. 

“Normally,  that  would  have  had  to  go 
through  the  faculty  senate,  employee 
organizations  and  so  on,”  Hites  says.  “It 
would  have  taken  six  to  nine  months, 
and  they  still  might  not  agree.” 

The  steering  committee  had  to  be 
chaired  with  a  delicate  touch,  Hites  re¬ 
calls.  “We  had  a  tremendous  amount  of 
‘trust  but  verify.’  We  didn’t  make  peo¬ 
ple  hit  every  single  milestone,  but  we 
did  hold  them  publicly  accountable  for 
what  they  said  they  were  going  to  do. 
When  you  are  in  a  group  of  20  of  your 
peers  and  you’re  the  one  who  didn’t 
hit  your  timeline,  it  doesn’t  take  very 
many  words  to  make  you  feel  bad.” 

The  difference  between  big  projects 
at  universities  and  those  in  companies, 
Hites  says,  is  the  lack  of  well-defined 
hierarchies  in  academia. 

“We  have  three  separate  but  equal 
parties  —  students,  faculty  and  admin¬ 
istration,”  he  says.  “If  you  don’t  work 
with  them  throughout  the  whole  proc¬ 
ess,  any  one  of  them  can  make  your 
life  miserable.” 

“Hites  made  this  possible  simply  by 
taking  the  lead,”  says  Ben  Woods,  se¬ 
nior  vice  president  for  planning,  physi¬ 
cal  resources  and  university  relations. 
“A  step  of  this  magnitude  cannot  be 
taken  half-heartedly.  It  needs  a  cham¬ 
pion  who  is  absolutely  committed  to 
seeing  it  through  successfully.” 


Bm  L  Bmm 

€s0, 0re@«m  Oepatlment  of 
Transportation,  Saiem 
^  at  a  usance:  it  unfolded  in  two 
major  phases:  planning,  which  included  pre¬ 


paring  an  inventory  of  statewide  IT  assets 
and  preparing  a  business  case  for  consolida¬ 
tion;  and  implementation,  which  resulted 
in  the  creation  of  a  state  data  center  with 
fault-tolerant  and  redundant  components, 
two  IBM  zSeries  mainframes,  three  iSeries 
mainframes,  900  servers  and  statewide 
network  facilities. 

■  Signature  leadership  move:  Led  a  team 
of  12  CIOs  to  sell  a  compromise  project  plan 
to  the  state  governing  board. 

Major  departments  of  state  govern¬ 
ments  typically  go  their  own  way  with 
IT,  with  each  having  its  own  data  cen¬ 
ter.  But  Oregon  recently  became  one 
of  just  three  states  to  consolidate  data 
centers  and  networking  infrastruc¬ 
tures  into  one  large,  shared  facility. 

The  objective  of  the  consolidation, 
says  the  project’s  leader.  Berry,  was 
to  reduce  costs  while  maintaining  or 
improving  service  levels.  He  says  his 
agency  is  already  saving  5%  of  its  serv¬ 
er,  mainframe,  network  and  storage 
costs,  but  the  real  savings  won’t  kick  in 
until  the  fifth  year,  after  amortization 
of  loans  and  interest. 

Berry,  55,  was  chairman  of  a  12- 
person  committee  of  CIOs  for  the  proj¬ 
ect,  but  he  prefers  to  call  himself  a 
“facilitator.” 

“This  [committee]  kind  of  changed 
our  culture  to  where  it  wasn’t  just 
command  and  control  in  your  own 
shop,  but  more  of  a  collaboration  for 
a  greater  good,”  he  says.  “That  meant 
giving  up  the  infrastructure  that  each 
of  us  owned.” 

The  CIOs  encountered  a  major 
stumbling  block  when  they  discovered 
that  the  consolidated  facility  would 
need  more  people  than  they  had  first 
anticipated.  The  original  plan  had  been 
to  put  93  employees  in  the  new  center 
and  lay  off  62. 


“But  we  had  all  that  tribal  knowl¬ 
edge  in  people  walking  out  the  door, 
and  we  had  the  transition  period  of  a 
year.  What  would  happen  if  we  were 
understaffed?  With  93  people,  stuff 
would  have  fallen  over,”  Berry  says. 
With  the  state  legislature  counting  on 
big  labor  savings,  the  CIOs  clearly  had 
a  problem. 

The  solution  was  for  Berry  to  work 
with  the  other  CIOs  to  present  a  per¬ 
suasive  case  to  the  governing  board, 
which  in  turn  sold  it  to  the  legislature. 
As  a  result,  nearly  all  of  the  155  work¬ 
ers  were  retained  initially,  with  the 
idea  that  staflF  size  would  shrink  over 
time  and  that  the  cost  savings  would 
increase. 

Berry  says  that  CIOs  who  are  going 
down  a  similar  path  should  realize  up¬ 
front  that  their  best  cost  estimates  are 
likely  to  be  low.  “There’s  the  original 
business  case,  and  then  there’s  reality,” 
he  says.  His  advice:  “Be  conservative.  If 
you’ve  got  one  number,  you  need  to  add 
a  confidence-level  factor,  so  you  start 
to  look  at  a  range  instead  of  a  target,  a 
minimum  instead  of  a  maximum.” 

Michael  Marsh,  deputy  director 
of  the  Oregon  Department  of  Trans¬ 
portation,  says  pulling  all  the  parties 
together  for  the  project  was  a  “huge 
challenge.”  It  required  Berry  to  deal 
with  issues  of  trust  and  autonomy,  col¬ 
lective  bargaining  and  service-level 
agreements.  “It  was  a  huge  deliverable, 
and  Ben  was  in  a  premier  role  as  head 
of  the  CIO  group,”  Marsh  says. 

“He  focused  very  specifically  on 
customer  service,”  Marsh  adds.  “He 
made  sure  that  all  the  perspectives  of 
all  agencies  were  heard  by  the  vendor 
and  by  the  folks  implementing  it.  He 
also  worked  hard  to  make  sure  that  the 
agencies  communicated  well.”  ■ 
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.DAY  89:  Our  power  and  cooling  costs  are  out  of  control. 

We  spend  the  bulk  of  our  IT  budget  just  keeping  the  data 
center  cool.  I  told  Gil  we  need  to  go  green  in  a  big  way. 

.DAY  91:  Gil  took  us  green... kelly  green,  to  be  exact. 

.DAY  93:  You  don’t  go  green  with  paint.  You  go  green  with 
IBM  Cool  Blue™  technology  and  energy  management  services. 
Advanced  server  and  storage  virtualization  can  help 
consolidate  our  boxes  to  lower  energy  usage.  And  the 
new  IBM  P0WER6™  systems  help  us  use  less  energy  doing 
the  same  amount  of  work.^ 


Our  data  center  will  be  green  now.  And  painted  white 
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Assistant  vice  president  of  technology  services, 
BNSF  Railway  Co.,  Fort  Worth,  Texas 


Mark  Hilbush,  49 

Vice  president  of  information  services. 
United  Parcel  Service  Inc.,  Mahwah,  N.J. 


player:  Akbn  " 

Favorite  T¥  show:  Battlestar 
Galactica'' 


Global  director  of  IT  infra 
structure  and  operations 

Littelfuse  Inc., 

Des  Plaines,  Hi. 


That  I  am  a  Mac  user. 


161  mph  lap  time  at  the  Chi 
cagoland  Motor  Speedway 


“That  I  get  paid  to  do  a  job 
that  I  would  do  for  fun  or  for 
free.” 


Joy  R.  Hughes 

Vice  president  for  IT,  CIO, 

George  Mason  University,  Fairfax,  Va. 


Kumud  Kaiia,  42 

CIO,  executive  vice  president  of  customer 
operations.  Direct  Energy,  Toronto 


Michael  Kevin  Hiliger,  48 

Vice  president  of  North  America 
information  management. 

Xerox  Corp.,  Rochester,  N.Y. 


Anthony  Hill,  48 

CIO,  Golden  Gate  University,  San  Francisco 


Howard  N.  Hutchings,  53 

Executive  vice  president, 
Heidelberg  Druckmaschinen  AG, 
Wiesloch,  Germany 


Michael  S.  Israel,  40 

Senior  vice  president  of  information  services. 
Six  Flags  Inc.,  New  York 


Brandt  R.  Karstens,  47 

Vice  president,  director  of  systems, 
HDRInc.,  Omaha 


Grainne  E.  Kearns,  43 

General  manager  of  enterprise 
infrastructure  services, 

Sensis  Pty.,  Melbourne,  Australia 


Michael  H.  Hites,  39 

CIO  and  vice  president  for  planning  and  IT, 
New  Mexico  State  University,  Las  Cruces 


Michael  A.  Jackowski,  38 

Vice  president  of  claims  technology  services, 
Allstate  Insurance  Co.,  Buffalo  Grove,  III. 


Matthew  P.  Keener 
Chief  technology  officer, 

Fenwick  &  West  LLP,  Mountain  View,  Calif. 


I '  Project  manager  of  logistics 
I  modefnizatidn  prograni 

f  U.S.  Army,  ^ 

’  Fort  Monmouth,  N.  J,  , 


favorite  movie:.  Saving 
Private  ffyan 


“I  played  the  drums  and  was 
a  lead  singer  In  a  rock  V  roll 


Pass!©n  outside  wori 

American  history 


Ted  Mauiucci,  40 

ClOJridel  Corp.,  Toronto 


David  J.  McCue,  51 

Vice  president,  CIO, 
Computer  Sciences  Corp., 
Falls  Church,  Va. 


Hugh  Miller,  42 

Chief  technology  officer. 
City  of  San  Antonio 


i 
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Douglas  E.  LaVelle,  42 

Director  of  business  relationship  management. 
Corporate  Express  US  Inc., 

Broomfield,  Colo. 

Bruce  Marcus 

Executive  vice  president,  CIO, 

The  McGraw-Hill  Cos.,  New  York 

Randy  MHcheile,  56 

Vice  president, 

Landstar  System  Inc.,  Rockford,  111. 

Scott  R.  Marean,  38 

Vice  president  of  IT,  project  management 
office  and  software  development, 

R.J.  O’Brien  &  Associates,  Chicago 

Michael  R.  LeRoy,  52 

Senior  vice  president,  CIO, 

Detroit  Medical  Center 

Carl  E.  Morales,  64 

Senior  vice  president,  chief  technology  officer, 
MetLife  Inc.,  Long  Island  City,  N.Y. 

Stephen  M.  Levin,  54 

CIO  of  university  services. 

University  of  Minnesota,  Minneapolis 

Keith  R.  Marks,  47 

Vice  president  of  IT,  Medtronic  Inc., 

Minneapolis 

Elvis  D.  Moreland,  39 

Senior  information  assurance  analyst, 

SRA  International  Inc.,  Fairfax,  Va. 

Michael  J.  Long,  45 

Senior  vice  president  of  global  services, 

Siemens  Medical  Solutions,  Malvern,  Pa. 

John  W.  Martiiio,  45 

Director  of  enterprise  systems  and  storage. 

The  Aerospace  Corp.,  El  Segundo,  Calif. 

Gregory  B.  Morrison,  47 

CIO,  Cox  Enterprises  Inc., 

Atlanta 

Mack  D.  Murreii,  47 

Corporate  director  of  IS  and  office  facilities, 
The  Dow  Chemical  Co.,  Midland,  Mich. 


Ram  Murthy,  47 

Director  of  application  systems. 
Peace  Corps,  Washington 


Ian  S.  Patterson,  46 

CIO,  Scottrade  Inc.,  St.  Louis 


Scott  Penberthy,  42 

Chief  technology  officer. 

Heavy  Inc.,  New  York 

(formerly  vice  president  of  engineering. 

Photobucket  Inc.,  Denver) 


Marc  F.  Probst,  49 

Vice  president,  CIO, 

Intermountain  Healthcare,  Salt  Lake  City 


Neal  A.  Puff,  44 

CIO,  Yuma  County,  Yuma,  Ariz. 


Vijay  Raghavan,  41 

Vice  president  and  business  information  officer, 
ChoicePoint  Inc.,  Alpharetta,  Ga. 


Robert  W.  Rapp,  55 

Vice  president  of  IT, 

Chief  technology  officer 
Rent-A-Center  Inc.,  Plano,  Texas 


Larry  6.  Rencken,  46 

CIO,  Welch  Foods  Inc., 
Concord,  Mass. 


John  R.  Rose,  50 

Vice  president  of  IT, 

American  Express  incentive  Services  LLC, 
Fenton,  Mo. 


Tama  Schriver  Ruiz,  54 

Vice  president  of  information  services, 
Geico,  Washington 


Guido  F.  Sacchi,  43 

CIO,  senior  vice  president  of  corporate  strategies, 
CompuCredit  Corp.,  Atlanta 


T.W.  Scott,  44 

Vice  president  of  Raytheon  Information  Solutions, 
Raytheon  Co., 

Reston,  Va. 


Ciive  Seiley,  42 

CIO  of  BT  Wholesale, 
BT  Group  PLC,  London 


Charles  M.  Smith,  43 

Director  of  technology  business  operations, 
TD  Ameritrade  Inc.,  Columbia,  Md. 


CIO,  vice  president 


Midwest  Independent  Trans¬ 
mission  System  Operator, 
Carmel,  Ind. 


Favorite  book:  Freakonomics, 
by  Steven  D.  Levitt  and 


Continued  on  page  72 
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Stephen  J.  Dubner 


Favorite  movie:  Raiders  of 
the  Lost  Ark 


people  with  whom  you  work? 

“I  was  awarded  a  patent  for  a 
consumer  product  -  a  beach 
chair.” 


Some  days,  it  feels  like  you’re  being  hit  from  every  angle. 


The  CEO  wants  the  overall  view  of  the  business.  The  CFO  wants  the  variance  to  plan.  And  half 
a  dozen  business  managers  want  their  reports.  Now. 


That’s  why  you  need  Cognos.  We  are  the  experts  in  performance  management,  delivering  the 
only  complete  system  on  a  single  software  platform,  including  reporting,  analysis,  scorecarding, 
planning,  and  forecasting.  It’s  highly  intuitive,  giving  all  your  users  easy  access  to  information 
and  total  confidence  in  their  decisions.  Unlike  SAP  and  Oracle,  we  have  17  years  of  proven 
performance  management  experience.  And  with  over  23,000  satisfied  customers,  we  know  how 
to  make  you  look  like  the  hero  you  are. 


Proceed  with  confidence.  To  find  out  more,  visit  www.cognos.com/actionhero  today. 


Copyright  ©  2007  Cognos  Incorporated.  All  rights  reserved. 
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THE  NEXT  LEVEL  OF  PERFORMANCE’ 
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Presenters  will  include 


DonTapscott 

Author  of  Wikinomics:  How  Mass 
Collaboration  Changes  Everything 


Douglas  Merrill 

Chief  Information  Officer  and  .■ 
Vice  President,  Engineering,  Ooogte 


Wynne  Hayes 

Chief  Techndfogy  Officer,  Enterprise 
Piatforms;tstd  Business  Saiutipns. 

‘  iCoifetellation  Energy  Croup 


,^-1 
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Derek  Chan 

Head  of  Digital  Operations, 
DreamWorks  Animation  SK6 


Cora  Carmody 

Chief  Information  Officer.  SAIC 
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The  Business/Technology 

At  our  Premier  100  IT  Leaders 

Conference,  you  can: 

•  Participate  in  the  nation’s  largest  gathering 
of  CIOs  and  senior  IT  executives 

•  Learn  from  and  network  with 
Computerworld’s  Premier  100  IT  Leaders 

•  Find  solutions  to  the  most  pressing 
challenges  for  today’s  CIOs 

Get  advice  from  award-winning 

CIOs  and  industry  experts  on: 

•  Capitalizing  on  IT’s  End-to-End  View 
of  the  Business 

•  Revitalizing  IT  Infrastructure  to  Sustain 
Agility  and  Innovation 

•  Executing  a  High-Value,  Competitive  and 
integrated  Information  Strategy 

•  Ensuring  and  Nurturing  High-Performing 
Next-6en  IT  Leadership 


Receive  an  autbgrapect' 
copy  of  flpniT^scQtt’s  ' 
latest  bodkl 


H 


I  WlKlNOMlCS  i 

I 

-  .  "v-  ft.' 

The  renovvned  author  dfwWnom/cs^'.#''"  ' 


How  Mass  Collaboration  Changes 
Everything  will  present  at  4;30prrr  on  - 
Tuesday,  March  11, 2008.  All  IT  end-user 
attendees  will  receive  an  autographed 
copy  of  Wikinomics. 
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irtfolio:  A  Deep  Dive  into  IT  Creativity  and  Excellence 


AGENDA-AT-A-GLANCE 


SUNDAY,  MARCH  9, 2008 

Noon  -  5:00pm  Pre-Conference  Golf  Outing 
7:00pm  -  9:00pm  Welcome  Reception 

MONDAY,  MARCH  10, 2008 

8:00am  -  8:15am 


8:15am  -  8:55am 


8:55am  -  9:30am 


9:45am  -  10:30am 


I  10:40am  -  12:30pm 
:  2:00pm  -  2:45pm 


2:45pm  -  3:20pm 
3:35pm  -  4:10pm 


4:10pm  -  4:40pm 

5:00pm  -  6:00pm 
6:00pm  -  8:00pm 


Opening  Remarks 

Julia  King,  Executive  Editor,  Events  and  National  Correspondent, 
Computerworld 

Opening  Visionary  Address 

Douglas  Merrill,  Chief  Information  Officer  and  Vice  President, 
Engineering,  Google 

Smarter,  Safer  and  More  Secure  Healthcare 

Asif  Ahmad,  Vice  President,  Diagnostic  Services  and 
Chief  Technology  Officer,  Duke  University  Health  System 
&  Medical  Center 

Panel  Discussion:  Re-engineering  Redux: 

IT  Leaders’  Expanding  Role  in  Crafting, 
Enabling  and  ^ecuting  Better  Business 
Processes 

Moderator:  Julia  King,  Executive  Editor  Events, 
Computerworld/National  Correspondent 

Panelists:  Wynne  Hayes,  Chief  Technology  Officer,  Enterprise 
Platforms  and  Business  Solutions,  Constellation  Energy  Group; 
Anthony  Hill,  Chief  Information  Officer,  Golden  Gate  University ; 
Jeffrey  Steinhorn,  Chief  Information  Officer,  Marketing  and 
Refining,  Hess  Corp.;  Ajay  Waghray,  Chief  information  Officer, 
Verizon  Wireless 

Concurrent  End-User  Case  Studies 

Panel  Discussion:  Advancing  an  Agile, 
Intelligent  and  Energy-Efficient  IT 
Infrastructure:  Lessons  from  the 
Leading  Edge 

Moderator:  Robert  Mitchell,  National  Correspondent, 
Computerworld 

Panelists:  Brian  Cobb,  Senior  Vice  President  -  Enterprise  Systems 
Management,  Information  Technology ,  Fannie  Mae;  Rick 
Franckowiak,  Director,  Information  Technology,  Johnson  &  Johnson 
Pharma  R&D,  EEC;  Ian  Patterson,  Chief  Information  Officer, 
Scottrade:  Teri  Takai,  Chief  Information  Officer,  State  of  Michigan 

Visionary  Presentation 

Mobility  Changes  Everything:  Building  New 
Customer  Touch  Points 

David  Zanca,  Senior  Vice  President,  E-Commerce  Technology, 
FedEx  Corporate  Services 

Enabling  Anywhere,  Anytime  Creativity 

Derek  Chan,  Head  of  Digital  Operations,  DreamWorks  Animation  SKG 

Networking  Session/Activity 
Networking  Reception 


TUESDAY,  MARCH  11. 2008 

8:10am  -  8:15am 


8:15am  -  9;00am 


Opening  Remarks 

Julia  King,  Executive  Editor,  Events  and  National  Correspondent, 
Computerworld  % 

Opening  Visionary  Address 

Jonathan  Koomey,  Ph.D,.  Project  Scientist,  Eawrence  Berkeley 
National  Eaboratoryand  Consulting  Professor,  Stanford  University 


9:00am  -  9:45am 

IT  End-User  Case  Study  ' 

Michael  Carlson,  Vice  President  and  Chief  information  Officer, 
Xcel  Energy 

10:00am  -  10:30am 

IT  End-User  Case  Study 

10:40am  -  12:30pm 

Concurrent  End-User  Case  Studies 

2:00pm  -  2:45pm 

Panel  Discussion:  Re-Stocking  The  IT  Talent 
Pool:  An  Executive  Brainstorming  Session 

Moderator:  Julia  King,  Executive  Editor  Events, 
Computerworld/National  Correspondent 

2:45pm  -  3;30pm 

IT  End-User  Case  Study 

Dale  Frantz.  Chief  Information  Officer,  Auto  Warehousing  Co, 

3:45pm  -  4:30pm 

IT  End-User  Case  Study 

Steve  Schuckenbrock,  Chief  Information  Officer,  Dell  i 

4:30pm  -  5:25pm 

IT  End-User  Case  Study 

Don  Tapscott,  author  of  Wikinomics:  How  Mass  Collaboratm  ; 
Changes  Everything 

5:25pm  -  5:30pm 

Closing  Remarks 

7:00pm -7:30pm 

Cocktail  Reception  »f; 

7:30pm  -  9:30pm 

Gala  Evening,  “Best  in  Class”  Awards  and 
Honoree  Recognition,  and  Entertainment 
by  the  Capitol  Steps 

Pre-conference  6olf  Oiling 

Sunday,  March  9  at  the  Shingle  Creek  Golf  Club 

Please  contact  Chris  Johnson 

■  i.com 


Gaia  ivening  and  Inte^ 

Tuesday,  Marchll 

Don  t  miss  the  Premier  100  Gaia 
evening  and  aiA^rds  ceremony  that  ■ 
will  include  political  satire  and 
music  from  the  Capitol  StepsI 


7b  register  as  an  IT  end-user  executive,  please  visit 


To  participate  with  vendor  sponsorship,  call  John  Vulopas  at  508-271-8024 


Joseph  J.  Tufano,  5§ 

Vice  president,  CIO 

St.  John’s  University, 

Queens,  N.Y. 

Passions  ©istside  work:  ; 

Family,  golf  and  travel  to  Italy 

Favorite  sport:  College 
basketball 


Andrea  Oocelli,  Michael 
Amante,  The  Beach  Boy$  and 
Bob  Dylan 


What  would  sijf-prise  the . 
people  witli  whoin  you  work? 

“While  in  college,  I  drove 
a  horse-drawn  carriage  in 
Central  Park,” 


Continued  from  page  69 

Dwight  0.  Smith,  48 

Senior  vice  president  of  information  resources, 

Marriott  Vacation  Club  International,  Orlando 


Steven  J.  Spano,  46 
Director  of  communications  and 
information  headquarters. 

United  States  Air  Forces  in  Europe,  Germany 


Jeffrey  L.  Steinhorn,  43 

CIO  of  marketing  and  refining, 
Hess  Corp.,  Woodbridge,  N.  J. 


Robert  A.  Strickland,  43 

Senior  vice  president,  CIO, 

T-Mobile  USA  Inc.,  Bellevue,  Wash. 


Keith  R.  Sturgill,  44 

Vice  president,  CIO, 

Eastman  Chemical  Co.,  Kingsport,  Tenn. 


James  M.  Swartz,  59 

CIO,  vice  president,  Sybase  Inc., 
Dublin,  Calif. 


William  J.  Sweeney,  43 

Managing  director  of  global  risk, 
compliance  and  legal  technology, 
Citigroup  Inc.,  New  York 


Teri  M.  Takai,  58 

CIO  of  Michigan  Department  of  IT, 
State  of  Michigan,  Lansing 


AkhilTripathi 

Senior  vice  president,  CIO, 

Harleysville  Mutual  Insurance  Co.,  Harleysville,  Pa. 


George  A.  Vega,  45 

Managing  director,  head  of  capital  markets 
technology,  Wachovia  Corporate  &  Investment 
Bank,  Charlotte,  N.C. 


Jeffrey  R.  Vose,  41 

Production  systems  director, 
Chicago  Tribune  Interactive 


Ajay  Waghray,  45 

CIO,  Verizon  Wireless, 
Basking  Ridge,  N.J. 


Richard  0.  Warren,  55 

Vice  president,  CIO, 

Foote  Health  System,  Jackson,  Mich. 


Clarence  0.  White,  44 
CIO,  IT  secretary. 


The  Salvation  Army,  Western  Territory, 
Long  Beach,  Calif. 


Michael  F.  Williams,  38 

Executive  director  of  IT, 

Immune  Tolerance  Network, 

University  of  California  at  San  Francisco 


Craig  Woods,  55 

Manager  of  technology  support. 

United  States  Postal  Service,  Washington 


Amelia  W.  Wright,  46 

Formerly  senior  vice  president,  CIO, 
AmeriPath  Inc.,  Addison,  Texas 


David  G.  Zanca,  49 

Senior  vice  president  of  e-commerce  technology, 
FedEx  Corporate  Services  Inc.,  Collierville,  Tenn. 


QHLiiE'  Premier  100  Honor  Roll: 

Fora  list  of  all  900  honorees,  past  and  present, 
Visitwvm.computerworld.corn/08/p100. 


How  the  Leaders  Were  Chosen 


Each  year,  Computerworld  evaluates  nominated  IT  executives  |  erworld.com/Q8/pW0.  Special  thanks  go  to  our  seven  judges, 
for  inclusion  as  Premier  100  IT  Leaders  in  a  multistep  survey  themselves  Premier  100  IT  Leader  alumni  (years  noted),  who 
process.  For  a  detailed  look  at  our  methodology,  visit  Comput-  I  helped  select  this  year’s  honorees. 


Tony  R.  Caesar, 

James  J.  Foote, 

Richard  H. 

Earl  R. 

Timothy  C. 

Robert  A. 

;  Keith 

CIO,  Head/Penn 

vice  president  of 

King, 

Monsour, 

O’Rourke, 

Rosati, 

!  Thibodeaux, 

Racquet  Sports 

field  technology 

executive  vice 

director  of  stra- 

vice  president 

senior  vice  presi- 

!  CIO,  Lafayette 

Inc.,  Phoenix 

and  technical  ser- 

president  and 

tegic  information 

for  computer 

dent  and  CIO, 

I  Consolidated 

(200?) 

vices.  Automatic 

chief  operating 

technologies. 

and  information 

Werner  Co., 

!  Government, 

Data  Process- 

officer,  Thomson 

Maricopa  Com- 

services.  Temple 

Greenville,  Pa. 

I  Lafayette,  La. 

ing  Inc.,  Dealer 

North  American 

munity  College 

University,  Phila- 

(2001) 

:  (2006) 

Services  Division, 

Legal,  Eagan, 

District,  Tempe, 

delphia  (2004) 

1 

1 

Portland,  Ore. 

(2007) 

Minn.  (2007) 

Ariz.(2006) 

1 

1 

I 

1 
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The;  Voice  :>i  IT  VUriage-r.ent 


Get  insight  into  the  hot  topics  of  today  from 
the  experts  -  in  their  own  words.  From  business 
intelligence  to  wireless  technologies,  webcasts 
on  Computerworld.com  bring  every  important 


detail  to  life. 


Check  out  some  of  the  latest  webcasts  at  Computerworld.com: 

•  The  Spyware  Threat;  How  to  Protect  your  Business 

•  Troubleshooting  Application  Performance 

•  Rapid,  Widespread  Adoption  of  CMMI  at  Lockheed  Martin 
with  Application  Lifecycle  Management 
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The  2008  budgeting,  purchasing  and  project  plans 
of  this  year’s  Premier  100  IT  executives 


MISSION-CRITICAL 


SPENDING  POWER 

Nearly  two-thirds  (65%)  of  this  year’s 
Premier  100  IT  Leaders  said  their  IT 
budgets  had  increased  in  2007,  by  an 
average  of  15%.  Only  14%  saw  a  de¬ 
crease  (of  12%,  on  average)  and  21% 
reported  that  their  budgets  remained 
the  same.  Here’s  what  the  100  IT 
executives  have  to  spend  in  2008. 


TOTAL  IT  BUDGET  FOR  2008 


$2Mto$9.9M 

13% 

$10Mto$49.9M 

34% 

$50M  to  $249.9M 

27% 

$250Mto$999.9M 

16% 

$1Bto$1.5B  ^ 

8% 

Greater  than  $1.5B 

2% 

Raders  and 
Managers 


of  IT  ^taff 


t-  «-• !  t  :rJFORM.\l  ION  IN  THIS  PACKAGE  REFLECTS  SURVEY  DATA  COLLECTED  IN  JULY  AND  AUGUST  2007. 


NEW  FACES 


1 


IN  THE  PIPELINE 

The  Premier  100  IT  Leaders  put  these  proj¬ 
ects  at  the  top  of  their  to-do  lists  for  2008. 

IT  governance,  including 
business  alignment 

Vertical  industry  and  i 
company-specific  projects  ^ 

infrastructure  and  architecture 
upgrades 

I  Data  management  initiatives, 

including  data  warehousing  and 
I  business  intelligence  ' 

ERP  and  supply  chain  projects 

Networking  upgrades  * 

Security  initiatives 

:  CRM  rollouts  . 

E-commerce  projects 

Collaboration  initiatives  •  r  ' 

VUUBMVIBHVII  llimailTCO 


taL-JPUTERWORLD  DECEMBER  10,  2007 


Turn  back  network  time 


Stop  missing  critical  events. 

For  a  trusted  approach  to  problem  resolution  rely  on  the  Network  Instruments® 
GigaStor™  appliance.  Everything  is  recorded — every  packet,  every  protocol,  every 
transaction  for  hours,  days,  even  weeks.  The  unique  GigaStor  interface  provides  an 
effective  way  to  go  back  in  time  to  determine  not  only  when  the  application  went 
down  but  why. 

Resolve  intermittent  network  problems,  track  compliance  efforts,  isolate  VoIP  call 
quality  issues,  and  more  on  the  most  complex  WAN,  Gigabit,  and  1 0  GbE  networks. 

Find  out  how  you  can  turn  back  the  clock  with  the  GigaStor.  After  all,  your  network 
history  shouldn't  be  a  thing  of  the  past. 


F 


GigaStor:  Get  proof.  Take  action.  Move  forward. 


NETWORK 

INSTRUMENTS 


Learn  more  about  GigaStor.  800-566-0919 

www.Networklnstruments.com/Time 


® 


®  2007  Network  Instruments,  LLC.  All  rights  reserved.  Network  Instruments,  GigaStor,  and  all  associated  logos  are  trademarks  or  registered  trademarks  of  Network  Instruments,  LLC. 


careers 


MULTIPLE  AD  FOR 
EMPLOYEES 

Multiple  IT  Related  Positions 
(National  Placement  out  of 
Bethlehem,  PA).  Analyze, 
design,  develop,  test,  adminis¬ 
ter,  customize  and  implement 
computer  software  applica¬ 
tions.  Candidates  may  qualify 
for  either  job  listed  below: 

Senior  Software  Engineers: 

Bachelors  Degree  or  equiva¬ 
lent  in  Information  Systems, 
Business,  Computers, 

Engineering,  Electronics, 

Sciences  or  Mathematics  with 
five  years  related  experience 
or  Masters  Degree  with  at 
least  one  year  experience  in 
relevant  technologies. 

Ref#  JAV-701 

Must  have  experience  with 
J2EE  and  Weblogic  or 
Websphere  and  XML  and 
Oracle  or  SQL. 

Ref#  NET-701 

Must  have  experience  with 
VB.NET  OR  ASP.NET;  and 
Visual  Basic  and  Oracle  OR 
SQL  and  DCOM  or  COM 

Must  be  able  to  relocate  to  dif¬ 
ferent  client  sites  as  needed 
nationwide.  9-5,  40  hrs/wk. 
Please  use  reference  (Ref#) 
when  applying  for  job  you  are 
interested  in  and  Send 
resumes  to  Attn:  HR,  Love 
Health,  LLC  t/d/b/a  Pinnacle 
Technology,  5842  Monocacy 
Dr  Bethlehem  PA  18106  USA. 

Love  Health,  LLC  t/d/b/a 
Pinnacle  Technology  is  an 
Equal  Opportunity  Employer 
M/FA//D 


Bucyrus  International,  Inc,,  a 
manufacturer  of  mining  machin¬ 
ery  and  equipment  located  in 
South  Milwaukee,  Wisconsin,  is 
seeking  a  Business  Systems 
Analyst  IV  to  review,  analyze 
and  evaluate  business  systems 
and  user  needs;  formulate  sys¬ 
tems  and  participate  in  long 
range  planning  of  information 
technology  initiatives  to  support 
strategic  corporate  goals;  write 
detailed  descriptions  of  user 
needs,  program  functions,  and 
steps  required  to  develop  or 
modify  business  systems  and 
programs.  Requirements: 
Master's  degree  in  computer 
sciences  or  a  relevant  business 
or  technical  discipline,  plus 
three  years  of  experience  ana¬ 
lyzing,  designing  and  develop¬ 
ing  information  systems  with 
BaaN  or  Oracle  OR  bachelor's 
degree,  plus  five  years  of  expe¬ 
rience.  Must  have  BaaN  Tools 
Certification.  Hours  are  7:30 
AM  to  4:15  PM.  Interested  can¬ 
didates  should  e-mail  a  resume 
to  lreinhardt@bucyrus.com. 


Advanced  Micro  Devices,  Inc., 
Boxborough,  MA,  multiple  lev¬ 
els  of  Hardware  Engineering  & 
Product  Development  positions 
are  avail: 

Sr.  Design  Engineer  -  BX28411 
Design  Engineer  II  -  BX28412 
In  Austin,  TX,  Engineering 
positions  are  avail: 

Sr.  MTS  Product  Development 
Engineer  -  T28619 
Submit  resume  to  AMD,  5204 
E.  Ben  White  Blvd.,  M/S  672, 
Austin,  TX,  78741  ref  approp 
job  title  &  req  #. 

In  Santa  Clara,  CA,  multiple 
levels  of  Engineering  positions 
are  avail: 

Staff  Engineer  (MTS)  - 
CA23414 

Staff  Engineer  -  C/\23413 
Physical  Design  Engineer - 
CA23412 

Sr.  Physical  Design  Engineer  - 
CA23411 

Sr.  Design  Engineer  -  CA6874 
In  Schaumberg,  IL, 

Engineering  positions  are  avail: 
Sr.  Engineer  -  IL24411 
In  Orlando,  FL,  multiple  levels 
of  Engineering  positions  are 
avail: 

Engineer  -  FL25412 
Sr.  Engineer  -  FL25411 
In  Yardley,  PA,  Engineering 
positions  are  avail: 

Engineer  -  YA26411 
Submit  resume  to  One  AMD 
Attn:  M/SI 01,  P.O.  3453, 
Sunnyvale,  CA  94088-3453  ref 
approp  job  title  &  req  #. 


IT  firm  in  Indianapolis,  IN  has 
multiple  openings  for  following 
positions: 

Quality  Assurance  Analysts: 
Conduct  QA,  develop  test 
plans/methodology  to  test 
internet, intranet, OO  &  client 
server  appIns.Use  of 
Oracle, QA  w/Mercury  & 
Rational  tools. Code  #110. 

Sr.Software  Engineers/Captiva 
Engineers:  Des  &  dev  Imaging 
processes, appin  &  interfaces 
w/Captiva  InputAccel.Captiva 
Dispatcher  &  IBM  Content 
Management.Code  #111. 

Reg's  BS/MS  or  equiv  in 
Engg(any),CS  or  related, w/1 -2 
yrs  exper.May  require  travel 
and/or  relocation. Mail  resumes 
stating  code#  to  RCR 
Technology  Corporation,  251 
North  Illinois  St,  #1150, 
Indianapolis,  IN  46204. EOE. 


Computer  &  Information  Systems 
Manager  w/Masters  in  Comp  Sci 
or  Engg  or  Math  &  1  yr  exp  to 
perform  project  planning,  provide 
project  time  estimates,  plan 
meetings,  supv  team  work.  Dsgn 
&  dev  s/ware  for  major  fin'l 
applies.  Supv  rollout  processes, 
do  reqmts  gathering.  Use  Java, 
JDBC,  Multithreading,  Java 
Collections  &  Java  Beans  to  dvip 
applies.  Use  J2EE  Enterprise 
technology.  Servlets,  JSP,  EJB, 
Struts,  Spring,  Hibernate.  Use 
Tomcat  &  IBM  Websphere  for 
deployment.  Work  w/Oracle, 
Sybase  d/bases.  Work  on  UNIX, 
Win,  perform  Autosys  admin  & 
support  tasks.  Supv  3  Comp 
Consultants.  Mail  res  to:  Open 
Systems  Technologies,  462  7th 
Ave,  15th  FI,  NY,  NY  10018.  Job 
loc:  NYC  or  in  any  unanticipated 
Iocs  in  USA 


Calif  based  IT  co  has  multiple 
openings  at  its  Torrance,  CA 
and  Chicago,  IL  ofes  and  at 
unanticipated  client  sites 
across  the  US  for  Software 
Eng,  Progrmmr.  Analyst, 
Systems  Analyst,  Project 
Leader/Mgr.,  System  Mgr.,  Biz 
Dvipmnt.  Consultant  &  Biz 
Analyst.  Mail  resumes  to  RJT 
Compuquest  Inc.,  23440 
Hawthorne  Blvd.,  #210, 
Torrance,  CA  90505,  Attn:  HR 


WMS  Programmer  -  Develop 
EDI/Gentran,  ASCTrac  and 
Provia  applications  and  pro¬ 
grams  to  support  cross-plat¬ 
form,  inbound/outbound,  sales 
order  and  supplier  processes 
for  warehouse  management 
program.  Regular  after-hours 
troubleshooting.  Must  have 
B.S.  in  CIS  or  related,  1  yr  exp 
in  job  offered  or  IT,  and  autho¬ 
rization  to  work  in  the  U.S.  on  a 
permanent  basis.  Send 
resumes  to:  Ellen  Phelps, 
ProTrans  Int'l,  P.O.  Box  31011, 
Indianapolis,  IN  46231-0011 


Systems  Analyst.  Analyze  pro¬ 
cedures/problems  to  auto¬ 
mate,  improve  existing  sys¬ 
tems  aimed  to  computerize 
office  supplies,  furniture/ 
accessories  for  e-commerce. 
Req.  Bachelor's  of  CS  or 
Physics  w/CS  and  2  yrs.  exp. 
Send  resume  to  S.  Liu,  Nova 
Stationers,  880  Remington 
Rd.,  Schaumburg,  IL  60173 


Programmer  Analyst  (Lombard, 
IL):  Design,  dvIp,  create,  test  & 
modify  computer  applications 
S/w  &/or  specialized  utility  pro¬ 
grams.  Analyze  user  needs  & 
dvip  S/w  solutions.  Will  use 
ASP,  VB,  Oracle,  JAVA,  SQL 
Server,  XML,  Visual  Studio, 
Java  Script,  Windows  etc. 
Apply  w/2  copies  of  resumes  to 
Byzan  Technologies  Inc.  1900 
S.  Highland  Ave,  Suite  #  105, 
Lombard,  IL  60148 


IT  Manager  &  Software 
Engineer  (Plainsboro  NJ): 
Dvip  computer  applications, 
S/w  specialized  utility  pro¬ 
grams.  For  IT  Mgr  -  Masters 
w/exp  or  Bach,  w/5  yrs  exp.  & 
For  Software  Engineer  -  2 
Yrs  exp  reqd.  Respond  to 
HRD,  Millennium  Information 
Technologies  Inc.  666 
Plainsboro  Road,  Ste.  #  455  , 
Plainsboro,  NJ  08536 


Multiple  positions  avail¬ 
able,  Norwalk,  CT: 
Programmer  Analysts 
and  Management 
Analysts  needed. 
Multiple  skill  sets. 
Reply  to;  Logicsoft, 
Inc.,  9  Lois  Street, 
Norwalk,  CT  06851 


IT  Director  -  Manage  IT  projects, 
technology/systems  integration, 
equipment  selection,  installa¬ 
tion,  configuration,  security, 
technical  support  and  training 
for  Caterpillar  equipment 
provider  using  CAT  Systems 
(DBSi,  PartStore,  ET,  SIS,  SOS 
and  AIMS).  Supervise  a  staff  of 
6  IT  professionals.  Must  have 
1 0  yrs  exp  in  the  job  offered  and 
authorization  to  work  in  the  U.S. 
on  a  permanent  basis.  Send 
resumes  to  D.  Baldwin, 
MacAliister  Machinery,  7515  E. 
30fh  St.,  Indianapolis.  IN  46219. 


Find  your  ideal  IT  job  through  IT 
Careers.  For  additional  IT  positions, 
search  www.ITCareers.com,  our 
online  database  of  over  20,000 
jobs  each  month 
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Loud  PC  Solution  #3: 

Books  and  duct 
tape  should  do 
the  trick. 


Offbeat  advice  and  zany  support  tales  are  part  and  parcel  of  the 
Shark  Bait  experience.  Surf  over  to  sharkbait.computerworld.com 
to  chuckle  at  the  baits,  submit  a  few  of  your  own,  and  learn  a  thing 
or  two  about  technology. 

Tell  us  your  IT  tale  today! 
sharkbalt.computerworld.com 


SharKBnk 

TRUE  TALES  OF  IT  LIFE  AS  TOLD  TO  SHARKY 


A  Plan’s  a  Plan 

Days  before  the  move  to  a 
new  building,  a  200-port 
network  switch  has  yet  to 
be  delivered.  “The  vendor  is 
very  reliable,  so  I  wasn’t  wor¬ 
ried,”  says  a  pilot  hsh  on-site. 
“The  engineering  supervisor 
in  charge  of  the  overall  con¬ 
struction  project  wasn’t  so 
sure.  He  demanded  an  imme¬ 
diate  backup  plan,  in  spite  of 
my  noting  that  only  the  switch 
will  do,  since  we  are  too  far 
away  to  run  connections 
directly.”  A  day  later,  the 
switch  arrives  -  just  as 
fish’s  backup  plan  shows 
up  at  the  manager’s  desk. 

“I  tied  two  paper  cups  to¬ 
gether  with  string,  then  at¬ 
tached  five  3-ounce  bathroom 
cups  via  dental  floss  for  the 


network  drops,”  hsh  says. 
“Fortunately,  he  had  a  sense 
of  humor.” 

Precisely 

Boss  decrees  that  all  users 
in  the  ofhce  will  install  a  par¬ 
ticular  piece  of  software  on 
their  PCs,  and  this  old-school 
pilot  hsh  isn’t  impressed.  “It 
was  some  half-baked,  home¬ 
grown  tracking  program  that 
most  people  said  didn’t  work,” 
hsh  grumbles.  “I  don’t  know 
why,  but  everyone  received 
his  very  own  CD  with  the 
software  on  it  -  probably  the 
boss  didn’t  know  any  better. 

I  complied  with  the  decree:  I 
placed  the  CD  on  the  left  back 
corner  of  my  desk  and  told  ev¬ 
eryone  that  I  had  the  software 
on  my  desktop.  Not  much 


later,  we  were  quietly  told  that 
we  no  longer  had  to  use  that 
program.” 

That  Darned 
Complex  IT  Jargon! 

This  transportation  company 
uses  GPS  to  track  where 
everything  things  is.  “Infor¬ 
mation  from  a  mobile  GPS 
location-tracking  system  is 
radioed  back  to  a  base  station 
where  a  modem  connection 
talks  to  servers,”  explains 
a  pilot  hsh  working  with  it. 
“One  time,  the  circuit  to  a 
held  site  modem  failed  -  not 
an  unusual  event.  When  the 
support  desk  was  told  there 
was  no  signal  from  the  re¬ 
mote  site  and  that  the  circuit 
needed  to  be  reported  to  the 
vendor,  the  person  at  the  help 
desk  replied,  ‘What  does  no 
signal  mean?’  ” 

Admit  Nothing 

Telecom  manager  at  this  com¬ 
pany  has  never  admitted  to 
any  problems  on  his  network, 
says  a  pilot  hsh  on  the  scene 


-  at  least  until  the  day  he  lets  ] 
down  his  guard  and  he  re-  \ 
ports  the  following:  “We  have  ! 
not  had  any  network  faults,  ! 
but  the  work  we  did  over  the  * 

i 

weekend  might  have  hxed  it.”  ; 

I 

Like  There’s 
Any  Other  Option? 

Pilot  hsh  reports  the  follow-  ‘ 

ing  message  that  flashes  on  ; 

the  screen  as  a  high-end  CAD  | 
program  begins  installation:  | 

“Please  wait  if  computer  ! 

freezes  during  extraction.”  i 

i 

■  Sharky’s  trying  not  to  ‘ 

freeze  while  I  wait  for  ] 

your  true  tale  of  IT  life.  I 

Send  it  to  me  at  sharky@  I 

computerworld.com.  I’ll  j 

send  you  a  sharp  Shark  ' 

shirt  if  I  use  it.  | 

O  Do  You  Love  Shark  Tank? 

Then  you  might  like  Shark  Bait.  _ ^ 

Dive  in  and  dish  the  dirt 
with  like-minded  IT  pros: 

sharkbait.coniputerworld.com. 

O  CHECK  OUT  Sharky's  blog,  browse  the 
I  Sharkives  and  sign  up  for  Shark  Tank  home  . 

deliveryatcomputerworld.com/sharky. 
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Web  sites  in  80  countries.  IDG 
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computer-related  events  worldwide, 
and  IDG's  research  company,  IDG, 
provides  global  market  intelligence 
and  advice  through  51  offices  in  43 1-  ■ 
countries.  Company  information  is 
available  at  www./dg.com. 
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FRANKLY  SPEAKING 


It’s  Simply  Politics 


SIMPLIFY  TO  INNOVATE.  If  you  walk  away  from 
this  year’s  Premier  100  issue  of  Computerworld  with 
one  idea,  make  it  this  one:  We  can  rethink  everything 
we  do  in  IT  to  make  it  simpler  and  then  leverage  that 
simplicity  to  make  both  IT  and  users  more  innovative. 

In  fact,  these  100  IT  leaders  say  there’s  no  other  way  to  do  it. 


We’re  accustomed  to 
thinking  that  we  can’t 
really  reduce  complexity 

—  just  move  it  around.  If 
we  make  things  simpler 
for  users,  our  operations 
and  development  have 
to  be  more  complex,  so 
we’ll  get  less  done.  If  we 
keep  things  simple  for 
programmers  or  IT  op¬ 
erations,  users  will  face 
more  complications,  so 
they’ll  be  less  effective. 

But  this  “shuffling  deck 
chairs  on  the  Titanic” 
approach  can’t  work  any 
longer.  And  as  Julia  King 
reports  in  her  story  on 
page  23,  it  doesn’t  have 
to.  Premier  100  honorees 
are  simplifying  what  both 
IT  people  and  users  do 

—  and  freeing  everyone 
up  for  innovation. 

How?  By  pushing  com¬ 
plexity  not  to  users,  not 
to  developers  or  IT  op¬ 
erations,  but  all  the  way 
back  to  politics. 

To  get  working  appli¬ 
cations  to  users  fast,  we 
have  to  fight  scope  creep. 
That  means  getting  busi¬ 


ness  project  sponsors  to 
buy  into  90%  solutions 
that  we  can  deliver  in 
weeks,  not  years.  And 
keeping  projects  on  track 
using  the  simplest,  clean¬ 
est  technology  and  de¬ 
signs  we  can.  And  stay¬ 
ing  focused  on  the  reality 
that  we  can’t  empower 
users  until  we  deliver 
working  systems. 

That  requires  lots  of 
political  work:  glad-hand- 
ing  and  horse-trading, 
compromise,  and  leader¬ 
ship.  It’s  not  technical.  It’s 
hard,  maybe  unfamiliar, 
certainly  complex. 

It’s  also  what  IT  —  and 
business  users  —  need. 

Extra  features?  Whiz- 
bang  technology?  We  can 
push  those  things  to  fu¬ 
ture  versions  as  enhance¬ 
ments.  In  the  meantime, 

■  Push  complex¬ 
ity  not  to  users  or 
developers  or  IT 
operations,  but  all 
the  way  back  to 
politics. 


IT  gets  the  project  done, 
and  users  can  actually  do 
business  with  it. 

We  can  reduce  hard¬ 
ware  variety,  which 
makes  life  simpler  for  IT. 
Better  still,  we  can  reduce 
the  variety  of  systems 
that  users  are  forced  to 
use,  giving  the  business 
much  more  flexibility  — 
transferred  users  don’t 
have  to  be  retrained,  and 
fixes  and  work-arounds 
are  universal. 

Is  that  hard  to  sell  to 
the  business  side?  Sure. 
Those  managers  think 
they  want  customization. 
They  believe  “that’s  the 
way  we’ve  always  done 
it”  is  the  best  possible 
business  case.  They  fear 
the  cost  and  eflfort  of  new 
training.  Maybe  they  just 
fear  change. 

But  users  can  grasp 
new  technology.  Most 
of  them  learn  new  tech 
every  day.  And  users  can 
handle  new  90%  solu¬ 
tions,  especially  when 
the  old  systems  are  filled 
with  kludges  and  ugly 


hacks  to  squeeze  out 
the  last  few  percentage 
points  of  functionality. 

The  hard  part  is  the 
politics. 

By  pushing  the  com¬ 
plexity  into  the  negotia¬ 
tion  of  projects,  IT’s  pro¬ 
ductive  work  is  simpler. 
That  means  developers 
and  IT  operations  people 
can  focus  on  making  us¬ 
ers’  work  simpler.  And 
it  means  everyone  has 
more  elbow  room  in 
which  to  find  better,  more 
profitable  ways  to  do 
business. 

That’s  the  IT-based  in¬ 
novation  we’ve  trumpet¬ 
ed  for  decades  but  gener¬ 
ally  haven’t  succeeded 
at  delivering  —  not  just 
cutting  costs,  but  trans¬ 
forming  the  business. 

Technical  staffers  have 
to  be  part  of  this.  But  the 
heavy  lifting  will  fall  to 
IT  leaders:  the  CIOs  and 
IT  VPs  who  must  drive 
the  complexity  into  the 
politics  —  and  then  do 
the  hard,  delicate,  on-the- 
ground  work  to  keep  it 
there. 

Think  you’re  up  to  it? 
You’d  better  be.  Because 
that’s  the  only  way  IT 
can  simplify  to  innovate. 

And  it’s  the  very  defini¬ 
tion  of  what  it  now  means 
to  be  an  IT  leader.  ■ 

Frank  Hayes  is  Computer- 
world’s  senior  news 
columnist.  Contact  him 
at  frank_hayes@ 
computerworld.com. 
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It’s  the  ability  to  have  MicroSpP^^^adWs  Server®  and  SUSE®  Linux  Enterprise 
Server  from  Novell®  work  tbgethfc^Bnd  the  ability  to  integrate  both  more  easily 
than  you  imagined.  It’s  Microsoft  and  IMovell  working  together  to  help  you  reduce  cost 
and  complexity  with  new  solutions  for  virtualization,  directory  integration,  systems 
nrianagement,  and  office  document  translators— each  with  clearly  defined  intetlectual  property  rights. 

So  you  can  increase  performance,  savings  and  simplicity  and  build  your  data  center  without  compromise. 


Download  the  cotlaboration  roadmap  at  iAfww.moreiriterop.com 
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countries,  *Linux  is  a  registered  trademark  of  Linus  Torvalds.  Microsoft  and  Windows  Server  are  trademarks  of  the  Microsoft  group  of  companies.  ... 
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According  to  Forrester  Research,  more  than  half  the  enterprise 
companies  in  North  America  and  Europe  rely  on  Dell 
for  notehook  and  desktop  computers. 

Who  id  you  rely  on? 


-How  Enterprise  Buyers  Rate  Their  PC  Suppliers  And  What  It 
Means  For  Future  Purchases,  Forrester,  November  2007. 


GET  YOUR  FREE  COPY  OF  FORRESTER’S  REPORT  AT 


DELL.COM/Numberone 


Actual  Forrester  quote:  “Dell  Is  clearly  the  No.  1  enterprise  desktop  and  laptop  supplier.”  Survey  question:  “From  which  vendor 
did  you  purchase  desktops  in  the  last  12  months?”  Base:  565  PC  decision-makers  at  North  American  and  European  Enterprises. 


